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Wanted ~ 
New Way of k iguring Profits 


one of low profits? Perhaps it is the penalty of 

an industry that has made but a few steps from 
the cobbler’s bench, to be in the position of rendering 
the most service for the lowest net financial returns. 
Newer industries have no background of low profit prac- 
tice to serve as a deterrent against asking a real price 
for their products. 

Perhaps the shoe-industry is unfortunate in not hav- 
ing certain high lights in merchandise that might com- 
mand a real price and profit for the merchandise and 
service rendered. When some shoe man gets the cour- 
age to ask $500 for a pair of shoes that helps increase 
the health and comfort of 


P S the natural law of the shoe and leather industry 


average 35 per cent mark-up on all of the shoes carried. 
If some particular shoes look especially good and sell at 
a 40 to 50 per cent mark-up, the difference between the 
store average of 35 and the price obtained is credited 
to the excess profit account. 

This extra nest egg is useful in many ways. When 
any particular line of shoes offers very slow sale, the 
price is cut immediately and the loss is taken out of 
excess profits. The stock is kept always youthful. The 
store makes its profits on turnovers. It does better 
than a seven-time turnover because of this little nest 
egg of excess profits. 

Perhaps the profits of all the apparel industries in 

the future will show no appre- 
ciable increase. Perhaps the 





some wealthy man whose feet 
are in trouble, we will hail it 
as a spectacular but not un- 
deserved reward. 

Good stores all over the 
country now try to better a 
40 per cent mark-up based on 
selling price, but inevitably 
the year’s actual mark-up, 
measured in sales, is much 
less. It is like automobiling 
70 miles per hour on the open 
highway, followed by 30 miles 
in the city and lowering the 
average to less than 50 miles 
per hour. So it is in shoes. 

A new way of figuring the 
profits in the shoe store is 
needed. One merchant has a 
happy solution for his own 
price and profit problem. He 


INCREASE 
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new profits are to be made 
only in increased turnover. 
With the use of the little extra 
profit margin as herewith 
noted, the merchant can in- 
crease his turnover annually. 


DECREASE 
5% 10% - 20% 
| ' | 


Th is difficult to draw a par- 
allel between the profits in 
other businesses and those in 
a commodity like shoes. We 
illustrate a general prosperity 
chart prepared by Ralph T. 
Couch of Washington. In dol- 
lars and cents the charts may 
not balance, but they show at 
least what industries are en- 
joying increased profits and 
are a help to a merchant in 
communities where such in- 
dustries thrive. 





knows his costs and places an 

















A group of three pat- 
terns that have a 
similar motif of 
sweeping lines in the 
quarter. The first one 
sweeps the strap over 
the instep. The sec- 
ond gives a three-tone 
quarter with a strap 
background; and the 
third .(below) a collar 
and strap combined. 
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riginalty 
of Phttern the 


Next MM 


The high throated 
pump is treated in 
two ways (illustrated 
below) in an effort to 
impart a tailored ap- 
pearance to the de- 
sign. The new shoes 
illustrate how it is 
possible to get a di- 
versity of material in 
each pair. 


u 


RIGINALITY of pattern 
0 line is to be the next devel- 
opment. Color and material 
have had the center of the stage 
for the last two seasons; and 
when a shoe is picked with only 
these two points in mind, it gives 
an opportunity for some of the 
old tried and true patterns to 
stage a revival. This we have 
seen. The next move is toward 
a freshness of pattern outline. 

The entire costume world has 
been changed by development of 
new, sweeping streamlines, and 
that same feeling of style now 
makes its appearance in shoes. 

When a buyer, in looking over 
a line of pretty shoes, picks out 
one number because of the thrill 
he gets from its design, it is 
self-evident that the pattern, 
with the advancing season, will 
be of more importance. 

New thoughts in shoe pat- 
terns as revealed in these pages 
are by Camy, who is interpreting 
for the BooT AND SHOE RE- 
CORDER the spirit of style in line 
and design. 
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can be done. 
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swing away 
from the simple 
pump, some new 
and original pat- 
terns are being 
designed in con- 
trasting materi- 
als. The shoes to 
right and left are 
good illustrations 
of the way tnis 
























The smartest thing in 
Paris is the combina- 
tion of navy and steel 
blue on the right. The 
unusual pattern effect 
of these colors is inter- 
esting. 
























PAULO ASSARONI, 
ys Parisian shoe _ de- 
signer, says: 

“In Paris a new tone of light 
beige gray, best seen in lizard, 
will certainly be very good. Al- 
so the same tones of two differ- 
ent colors combined in one shoe, 
as for example, a blue gray kid, 
zombined with a gray blue lizard, 
will be one of the most novel and 
beautiful new effects. 

“The combination of two 
shades of blue, let us say navy 
and steel blue, is a combination 
which I favor much. There is 
also the popular Havana brown, 
used so extensively by the grand 
couturiers which will also be 
employed by shoe manufacturers. 
I, for example, will use a Ha- 
vana brown lizard with a black 
patent leather trimming for an 
afternoon pump.” 


























Perforations that 
go right into the 
interior of the 
shoe are abit un- 
usual, but in the 
illustration below 
we see a weird 
pattern antici- 
pating next 
Spring’s demand. 


















































The modernistic note is 
still good in exceptional 
shoes with sweeping 
streamlines, as seen be- 
low. In this the blue 
and gray one-strap is 
decidedly original, 









tional profit. Do 


handie unusual shoes 
without a high initial 


mark-up, because 


mop-up of the last five 
pairs is too often a dead 


loss. 












Exceptional patterns 
which carry an excep- 
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Dotiing Up the eAlcove 


N the display shown above 
IT the Carlisle Shoe Store of Em- 

poria, Kansas, has taken an 
old idea and has made it new. The 
alcove display has been in use for 
many years but seldom is it used so 
effectively as here. 

Alcoves, of course, are primarily in- 
terior display propositions, although frequently seen 
built into the back walls of display windows. And it 
requires no great strain on the imagination to see 
how just such an alcove as this could be installed inex- 
pensively in any store with side wall shelving. 

The first step is to remove two, three or four shelves 
between the upright, dividing partitions. The number 
of shelves to be removed will be determined by the 
desired depth of the alcove. The one shown here is 
approximately as high as it is wide. 

A mirror minus the frame will do for the window 
and your local carpenter can turn out any type of 
lattice shutter you want. The writer has been quoted 
a price of $7.50 for a pair similar to those shown above 


Kansas Store Introduces New 
Method of Making An 
Unusual, Display 


to cover a mirror two feet wide 
and three feet high. 
The back wall of the alcove can 
be covered with figured or plain fab- 
ric or wall paper. The drapery can 
be made of any suitable material. Vel- 
vet, of course, would be most effective— 
also probably most expensive. The floor 
of the alcove should be covered with a fabric harmoniz- 
ing not only with the shoes but also with the drapes. 

This is another one of those display types which 
can be changed at will and frequently at no great 
expense. Drapery cloth can be redyed. Paper back- 
ground can be changed. The alcove floor can be left of 
bare wood and enameled any color needed. 

Good looking and at least semi-permanent alcove 
floors can be achieved with small pattern linoleum in 
neutral shades which will contrast well with any shoe 
color or any drapery. The so-called felt base floor 
coverings also come in attractive patterns and cost much 
less than the print and inlaid linoleums. Furthermore, 
they can be laid more easily but are not quite so durable. 
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hat New ompetition 


Methods that Individual Shoe Merchants 
Must Use to Hold Own Against Chain 
Competition Discussed at New York 
State Convention—Men’s Shoe Cam- 


paign Gets Big Boost. 


retailers, particularly those in smaller towns, and 
a real attempt'at their solution high-lighted the 
tenth annual convention of the New York State Shoe 
Retailers Association, meeting in the Hotel Syracuse, 
Syracuse N. Y., Monday and Tuesday of this week. 
Little was said in the convention proper about styles. 
More than fifty shoe manufacturers and producers of 
shoe store specialties exhibited their wares in rooms in 
the hotel. Fair business was reported by the shoe men 
and excellent business by several of the specialty houses 
which exhibited. There was no style show. Some style 
information was broadcast to the public by John Slater, 
under the auspices of the association, through Radio 
Station WSYR. 

How to meet chain store and mail order store com- 
petition was the subject of several addresses. Enthusi- 
asm over the Four Million Dollar Men’s Shoe Campaign 
was aroused when E. A. Burrill, chairman of the plan 
and scope committee of the national advertising fund, 
showed the first ad of the campaign (two page spread 
in color) in this week’s issue of the Saturday Evening 
Post, and displayed the dealer helps the committee has 
prepared. This tangible evidence of what has been 
accomplished so far had a direct effect on the conven- 
tion and several individuals signed up as contributors 
to the campaign. 


PReisters pot of outstanding problems of shoe 


URRILL urged the men “to cease this everlasting 

hesitation.” “You can’t all be first in the campaign, 

and you don’t want to be last,” he said. “Come in now,” 
Many of them did. 

Referring to the slogan, “Shoes Mark the Man,” 

Burrill brought out the following play on the initials: 


HOES ARK HE AN 
PEND ONEY O GET ONEY 


The dealer helps and merchandising ideas alone that 
are being furnished subscribers to the campaign were 
worth the cost to individual merchants, he proved. 

Ernie Park, Syracusan and chairman of the conven- 
tion committee, cracked open the first meeting after 
lunch Monday. Said this was Syracuse’s third time as 
host to association. This was tenth convention. Paid 
a tribute to deceased Elmer Gildersleeve, official and 
chaplain of the organization. All stood two minutes. 
Official welcome of city was extended by Rollin Marvin, 
President of the Common Council of Syracuse. Offered 
to get any speeders among the retailers out of jail, if 
caught. 


Burt Gosper, Elmira, president, took the helm and 
listed a few of the problems for consideration, such as 
styles, how to hold trade of younger element, how to 
figure how many sales you can afford to lose without 
handling a lot of styles, how much mark-up to put on 
the shoes (and be careful not to cover a lot of foolish 
expenditures by too high a mark-up), how to properly 
educate the salespeople, and how to meet chain store 
competition. 


ERSONALITY, service and efficiency were extolled 

by Prof. H. H. Maynard, teacher of marketing, sales 
and advertising at Ohio State University, as the weap- 
ons with which the individual store owner can fight the 
competition of chain store, mail order stores, etc. He 
exploded the bunk that there are too many retailers in 
business. People want more than machinery service. 
Fact that, in manufacturing, the greater the volume 
the less cost per unit, does not apply in retailing. 
Sketched trends in modern retailing and abjured the 
independents not to try to fight chains with legislation 
or price competition. Said a study shows more people 
will buy when price tags are put on shoes in the win- 
dow, unless prices are above $20 a pair. 

“Uncle” Jack Slater, dean of New York City shoe 
retailers, and past president of N. S. R. A., brought up 
a lot of shoe “jewels” to show the boys some real high 
grade art work. The idea, he said, was not so much to 
display the shoes as to show that fancy shoes can be 
sold for fancy prices. “Don’t be afraid to ask a real 
price for some luxury that a woman wants,” he said. 
“Don’t be afraid to tell customers that perishable shoes, 
crepe de Chine, for instance, will not wear well. You 
are under no obligation to make good if perishable ma- 
terials are used at the customer’s demand.” The shoes 
were exquisite and ranged from a little mule, for which 
Mr. Slater gets $18, to a fine strap slipper at $55 a pair. 
Custom made, of course. When one man asked, “How 
much mark-up do you put on custom shoes?” Mr. Slater 
replied, “I lose $6,000 to $10,000 a year on the depart- 
ment.” After the laughter subsided he explained that 
he carried the department as an advertisement for the 
house of Slater—then, too, “Uncle Jack” loves fine shoes. 

Incidentally, Mr. Slater let loose of a couple of good 
O. P. I.’s. He doesn’t use parcel post insured, but takes 
out individual insurance to cover all parcel post, and 
has saved $6,000 in three years. He has a perpetual 
inventory system, but has a physical inventory taken 
every month. 


(J8ING projected charts and pictures, R. G. Morri- 
son, engineering department, Edison Lamp Works, 
showed what store lighting can do in the way of snap- 
ping up trade. Where window lighting is raised from 15 
to 40 foot-candles (the measure of intensity), 33 per 
cent more people come into the store. Raised to 100 foot- 
candles, 73 per cent more customers are attracted. In- 
side one department store, raising lighting intensity 
from 3% to 15 foot-candles brought 38 per cent more 
customers, 11 per cent gain in gross sales and 29 per 
cent increase in average individual sale. He said in- 
direct lights to diffuse illumination, light backgrounds 
in windows, are safe rules to follow. 

[TURN TO PAGE 59, PLEASE | 
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Getting More Shoes Sold Right 


CHICAGO 
189 W. Madison St. 


A New Name Needed 


EARS ago the RECORDER asked for a clarifica- 
tion of titles. For example, we preferred 
“traveling shoe salesman” to any such term as 
“commercial traveler” or “drummer on the road.” 
Time has made the new name generally accepted. 
We objected to the term “shoe clerk,” and time 
has proved that “retail store salesman,” as the 
title for the man who renders the final service to 
the customer, is the best. 

We clarified the use of the term “store keeper,” 
or “retailer,” and since that time the term “shoe 
merchant” has been generally used, for the phrase 
suggests so clearly one who ventures in trade on 
his own responsibility, rather than designating 
simply one who rehandles shoes in small lots. 

The term “jobber” has slipped into a new mean- 
ing and is associated with “job lots.” For a better 
name the “shoe wholesaler” holds business atten- 
tion. 

Our new problem in terminology is to draw dis- 
tinction between the chain store and the store 
which might be a branch of a shoe merchant’s busi- 
ness that gets his personal attention, because of its 
close proximity to headquarters. 

What shall we call the main store and its 
branches? We asked the question, and we have 
had dozens of answers. The business schools indi- 


cate that there is no terminology other than the 
main store and its branch stores, but that isn’t 
quite as sharp a definition as we desire. 

Out of the Middle West one merchant writes: 
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“T like the term ‘Home Owned Store’ because in 
our part of the country the public is beginning to 
appreciate the fact that ownership of a business 
locally means cooperation locally in civic and social 
affairs.” A New York merchant likes the term 
“personally operated” stores. 

We are still searching for a name that will best 
define the little group of stores that takes in the 
main store in the center of the town, and the four 
or five branch stores -in the suburbs. Who will 
give us a new title? 


2 ¢ © 
An Unshod World 


S civilization progresses, leather footwear 

increases. There are over 140,000,000 peo- 
ple in Soviet Russia. With the return of freedom 
of trade communication, a new Russian demand 
for the articles of civilization will bring about a 
stimulant to the making and merchandising of 
world goods. Such a mass of consumptive demand 
cannot permanently isolate itself from the rest of 
the world, neither can the rest of the world always 
segregate such a very large part of itself. 

Footwear consumption in Russia this year was 
0.40 pairs per head in a total shoe production of 
56,800,000 pairs. 

If the average consumption of footwear in 
Europe is close to two pairs per annum, and in the 
United Kingdom 21% pairs, with approximately 
three pairs per person in America, you can see 
the possibilities of future footwear—enlightened 
Russian demand. 

If the people of Russia averaged one pair per 
annum, it would mean 90,000,000 more pairs of 
shoes. As an index to the economic pressure that 
might be possible in leather if Russia became foot- 
wear minded, these figures simply stagger imagi- 
nation. The real leather situation some years 
hence therefore will be a problem. 


&@ ¢ ¢ 
More Service Needed 


HEN a store puts in an orthopedic line of 
shoes, there goes with that semi-professional 
service the necessity for greater intelligence at 
the fitting stool. When a woman asks for a defi- 
nite harmonizing of clothes and shoes, the mer- 
chant must ask more money, for he gives both the 
intrinsic value in the shoe, the intelligence of his 
selection, and the fashion advice of his well in- 
formed clerk. 
The shoe industry cannot make its proper qual- 
ity progress without improving the wage and edu- 
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cation of the man on the fitting floor. The buyer 
may know that the shoes harmonize, but does he 
tell the salespeople? The proprietor may know a 
lot about ‘the background of fashion. which 
prompted him to purchase the shoes, but does he 
tell his helpers on the floor? 

In too many cases the buyer has lost all the thrill 
by the time the shoes arrive, and all that the ship- 
ment means to him is so many pairs to fit such a 
space, and the clerk is in ignorance of why the 
shoes were bought. 


&¢ 8 @ 
Where Is Your Store 2 


HE loss to society of the wasted effort in capi- 

tal of the many men who fail in the retail shoe 
business is a real economic problem. It is worthy 
of much research for preventative measures. 

Of first importance is the proper location of the 
store. Our field editor has, perhaps, entered and 
studied more shoe stores than any living man in 
America. On his return from an eleven months’ 
trip, he stressed the tremendous importance of the 
proper location for a shoe store. 

The past masters in the art of picking store lo- 
cations are the chain 5- and 10-cent stores, and 
even they, at times, go wrong. 

When our Field Editor enters a new town 
the first thing he looks 
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problem is whether the location will offer a suffi- 
cient sales volume so that the store may oper- 
ate with a profit. The second consideration is, 
whether there is a real economic need for the 
store. Many stores, he has found, would never 
have begun business in certain locations if reason- 
able care had been used in studying the community. 

The proper store, once selected, must have the 
human element of a merchant who is in key with 
the goods to be sold in that place. There are cer- 
tain men who are ‘particularly suited for family 
shoe store businesses, who would be out of place 
in a fast style-moving location. Their selections 
would not be in key with the spirit of the store’s 
place and service. 


& @& 
They Have to be Shown 


EOPLE are hesitant over mere ideas. They 
must be visually shown. No more striking evi- 
dence of this has been seen than at Syracuse this 
week, when Mr. Burrill showed a copy of the Sat- 
urday Evening Post with the double page spread 
advertisement, the first gun fired at the public in 
the men’s shoe campaign, along with the actual ma- 
terial being sent to contributors to the campaign. 
No bones were broken in the rush to sign up, but 
there was action and lots of it. Contributions came 
easier than if the mere idea had been expounded. 
If shoe men react 

—/,> this way, so will their 





for is the location of ok 





the best 5- and 10-cent 
store. That is almost 
sure to be in the cen- 
ter, and usually on a 
corner where the 
greatest traffic per 
hour, per day, is to be 

Another index of SHOE RECORDER comes. 
the prosperity of a 
town is the location 
and appearance of its 
jewelry stores. 

He has found that 
certain blocks of 
stores have similar 
characteristics. The 
better grade merchan- 
dise usually bunches 
together in one side 
of the street, which 
usually insures the 
success of a quality 
shoe store in and 
around that location. 
The paramount , 
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The Reason Why 


JACOBS SHOE STORES, INC. 
New Bern, N. C. 


Want to write and say that our stores appreci- 
ate the constructive information the Boot AND : 
SHOE REcoRDER always brings us. We look for- chair. Bring out the 
found. ward each week with eagerness when our BOOT AND 
It is always full of new 
ideas, good, sound information and an abundance 
of sympathy and advice for the retailers. 

Assuring you of our deep appreciation for the 
continuation of your constant efforts. 

Yours respectfullly, 
(Signed) H. M. Jacobs, Pres. & Treas. 
Jacobs Shoe Stores, Inc. 


Mr. Jacobs operates retail stores in New Bern, 
Goldsboro and High Point, North Carolina. 

He and his associates look forward “with 
eagerness” to the weekly arrival of the RecorvER. 

The constantly growing Recorver family of 
shoe merchants is best evidence to us that our 
service is useful, constructive and appreciated. 
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customers. Don’t 
merely suggest an- 
other pair of shoes, 
hosiery, buckles or 
what not, to a man or 
woman in the fitting 


actual merchandise 
and show it. Wool- 
worth long ago dis- 
covered that people 
will buy what they can 
see and handle. 

In this age of com- 
* petition, people do not 
ask to buy—they have 
to be sold, and one of 
the best ways of sell- 
ing is to show the mer- 
chandise. Put a piece 
of merchandise in the 
hands of your cus- 
tomer and you im- 
mediately arouse in- 
5 terest. 


President 
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by HARRY R. TERHUNE, Fiez €pi70r, 





Brightening Up the 
Arm Fixtures 


Ce. N. Y.—To you mer- 
chants who have those arm fix- 
tures screwed into the upright di- 
visions of your shelving and wish to 
brighten them up a bit, here is a 
clever idea picked up in the Williams 
Bros. store. The shoe department 
here is managed by N. A. Schoellus, 
aided, assisted and abetted by his 
wife. The fixtures in question usu- 
ally look bare even when colored 
shoes are on them, so the thought 
came to Mr. Schoellus that if an at- 
tractive background of some sort 
was behind each fixture, the shoes 
would show off to much better ad- 
vantage. After a bit of experiment- 
ing he fashioned a series of backs 
out of thin Upson wall board, that 
stayed put against the shelving by 
the use of a single thumb tack. 
Every month or so the boards are 
given a fresh coat of paint, so that 
the entire color scheme of the de- 
partment is often pleasingly changed. 
These cards are 14 inches high at 
the longest part and 9 inches wide. 
Above the shoes on display is a 2 
x 8 inch white ticket giving the 
store name of the shoe, while below 
is a similar sized price ticket. 
Displayed shoes are both the 
brand new ones, a smattering of the 
staples and an occasional shoe which 
is not going so good. “It is inter- 
esting to see how a shoe that we 
sometimes classify as a ‘dead one’ 
will walk: right out of the store if 
mixed in with some good live num- 
bers,” said Mr. Schoellus. “Showing 
shoes up in this manner is one of 
the best ways I know of in speed- 





ing up sales and keeping all parts 
of the stock moving. It is only nat- 
ural we are apt to forget a line or 
during busy periods neglect to push 
such shoes which need a stimulus, 
but if the shoes in question are out 
on‘ display some one will spot and 
buy just the ones we are backward 


in showing.” 
* * * 


How to Get a Good 


Mail List 


OSTON, MASS.—Here is a cu- 
rious and interesting angle about 
sales which the firm of Corrigan, 
McDevitt & Nestor have discovered. 
They, by the way, operate the All 
America Shoe Shops here in this 
city. A private sale advertised 
through the mails will fill the stores 
with cash buyers, while precisely 
the same story spread on the pages 
of the local press will only pull fair. 
A fine active mailing list made up 
of customers who have bought shoes 
in the store is one plausible reason 
for the list pulling so well. So ac- 
curate is this list that when litera- 
ture is sent out a scarce 2 per cent 
is returned. 
It was a dickens of a job, accord- 





Believes in Education 


Detroit, Mich—‘“Let us do 
more teaching and so educate our 
trade as to what’s what in foot- 
wear,” advises Norman Winer of 
the S. E. R. stores. Putting in- 
teresting instructive matter in 
packages is a mighty good way 
of spreading desirable informa- 
tion, he believes. 











ing to Mr. Corrigan, to get the sales- 
force in the habit of taking each 
name and address. This was finally 
accomplished by requiring each 
salesman to make a full report on 
why a name was missed. As this 
took about four times as long as it 
did to take the address the latter 
were forthcoming regularly. Names 
that are returned as “Not Found” 
are taken out of the regular file and 
kept in a separate one for six months 
at least. This is the purpose of 
being able to refer to the cards in 
cases of complaints, etc. 

These stores sell shoes for the 
family, so, to overcome the dislike 
of the average male to buying shoes 
where women are buying, direct and 
indirect suggestions are given in 
the windows, tending to show this 
is a regular man’s place. One sign 
says, “Men’s Department just inside 
the door.” Up in the corner of the 
men’s department is a regular smok- 
ing stand, equipped with cigars and 
cigarettes, bearing a sign reading, 
“Smoke if you wish.” 


* * * 
Celebrities and Publicity 
ONG BEACH, CAL.—Other 


merchants might get an idea 
from a stunt tried by C. Merwin Do- 
byns. When Miss Anita Page, motion 
picture actress, visited his store, he 
so interested her in the X-ray foot 
machine that she consented to be 
photographed standing on the plat- 
form of the machine. Not only that 
but Miss Page spoke over KGER. 
So here’s the tip: if any celebrities, 
movie or otherwise, come into the 
store, play them up,. for the most 
of them just live on publicity. 
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A Polite “Turn-over” 


Lexington, Ky.—R. T. Eades of 
the Denton, Ross Todd store says: 
“A plan I have used with good 
results is: suggest to your cus- 
tomer that you will transfer her 
to Mr. J.’s department, naming 
the salesman, saying, ‘Mr. J. has 
in his department just what you 
want.’ Escort the customer to 
Mr. J. and suggest to him some 
shoes you believe will satisfy. 
Often this works, with the cus- 
tomer buying the same _ shoes 
from the second salesman as the 
first one shown, through a 
changed location and a different 
appeal.” 











This Scrap Book Has 
Our Approval 


REENSBORO, N. C.—The Great 

National Shoe Weekly is a sorry 
looking mess when Robert A. Sills 
has finished reading it. As he ex- 
plains his method, “When I first read 
the book, each article that strikes 
me as good, I turn down the page 
and number it. Afterward, my girl 
goes through the book, slipping out 
each marked page. Later she files 
them away in folders kept just for 
that purpose. When we need any 
special information on any subject 
we have here a fairly liberal, many- 
angled presentment of it.” 

Following are the various head- 
ings under which Mr. Sills files his 
Book of Knowledge. 

1. Buying Method. 

2. Care of Stock. 

3. Store Equipment. 

‘4. Newspaper Advertising. 

5. Direct Advertising. 

-6. Window Displays. 

7. Salesmanship. 

8. Special Sales. 

9. Handling Employees. 
10. Handling Customers. 
11. Accounting. 

12. Forms. 

13. Stock Systems. 

14. Foot Appliances, Etc. 


* 2+ 


Service First 


GI) UFFALO, N. Y.—To quote John 

F. Funnell, shoe buyer for the 
Kleinhans Co., “We rarely hear a 
customer say, ‘I like to buy my shoes 
in a shoe store.’ Until recently men 
have had a prejudice against buying 
anywhere else than a regular shoe 
store, but the stores themselves have 
driven the male trade away. Women’s 
shoes formed so large a percentage 
of the store’s business that the men 
were neglected. What happened? 
Clothing stores having good shoe 
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departments offered these men ex- 
ceptionally good service. A man 
found he could drop in a shoe depart- 
ment and receive immediate atten- 
tion, for he resented waiting while 
his regular salesman returned from 
pinch hitting on the women’s side. 
Three things enter into building up 
a shoe department. They are Ser- 
vice, Style, and Value. I rate them 
in the order named. The average 
stores does not realize the weapon 
he has in Service. Price is no way 
near the attraction that Service is.” 
* * oo 


Merchant Is Salesman’s 
Counselor 


LIZABETH, N. J.—Phil Beck, 

manager of Bassin’s Shoe Store, 
says: “An employer should give his 
salesforce his best cooperation and 
advice. He should trust a good 
worker fully, explain matters thor- 
oughly, and refrain from scolding 
about unintentional errors. He 
should give a commission, P.M.’s and 
other financial inducements as extra 
sales stimulators. He should pay a 
fair living wage. When a salesman 
is treated in this manner, he is con- 
tented and will be happy, ambitious, 
courteous and efficient. He will 
build a good reputation for his store 
by fitting customers correctly and 
by prompt and cheerful service. ‘Do 
unto others as you would have others 
do unto you.’ By applying this 
slogan to both parties, there will be 
better harmony between employer 
and employee which will result in 
the bettering of the condition of 
both.” 


* * * 


Make Children’s Depart- 
ment Distinctive 


OANOKE, VA.—‘“A children’s 
shoe department to be truly 
successful must be separate and dis- 
tinct from the rest of the store,” re- 
marked G. W. Bell of Hofheimer’s. 
“We sold women’s shoes here for 
two years before we considered 
starting a children’s department, as 
we wanted to be absolutely sure it 
was needed in the city. 

“This department is a duplication 
of our Norfolk store, which has 
proven so successful. The one here 
is located on the second floor, away 
from the disturbances of the active 
selling on the street floor. It is 


also separated from the rest of the 
sales floor by a white picket fence. 
This fence not only adds attractive- 
ness, but it serves to sharply define 
and set off the children’s section. 
As Roanoke has no playgrounds, two 








The Crease Helps 


Syracuse, N. Y.—The clever 
trick of creasing men’s shoes 
during the process of a sale will 
result in a surprising number of 
extra sales. It requires some 
little practice to do this well, but 
the results are well worth the at- 
tempt. To hear a man say, 
“That was never done to my 
shoes before. It certainly does 
improve the appearance,” means 
that he has made up his mind to 
say, “I'll take them.” Credit for 
this worthwhile idea goes to 
Manager J. P. Roberts of the 
Walk Over Shoe Store. 











slides and a Merry Whirl were in- 
stalled, which made a decided hit.” 

Mr. Bell was in charge of the chil- 
dren’s department of the Norfolk 
store, so is thoroughly conversant 
with the ways and means of not only 
attracting but holding the difficult 
children’s trade. 

* * * 


Cooperating with the 
Doctor 


ORCESTER, MASS.—In the 

Ground Gripper store Joseph A. 
Veroneau has many customers sent 
in to him through the courtesy of 
local doctors who recommend or sug- 
gest their patients wear the shoes 
he carries. Mr. Veroneau has found 
it not only good manners but good 
business to send an informal “Thank 
you” letter to each doctor for each 
patient sent. These letters regu- 
larly go out, even if a doctor is writ- 
ten to every day for a week or more. 
Furthermore, they are all personal 
and individual messages, as not one 
is of the rubber stamp or form va- 
riety. The name of the patient is 
always mentioned as well as what 
was purchased, together with any 
other information which may have 
a bearing on the case. Some doctors 
try to pretend they are very fussy in 
the fitting of their patients but as a 
general rule they do not know the 
first rudiments of the art. 

In many cases it has been found 
to be a good idea to phone the doctor 
that Mrs. So-and-So is in the store. 
She is being fitted in such a manner. 
“Is that in accordance with your 
wishes?” This phone call invariably 
makes a hit with both the doctor and 
the customer. It also saves many 
exchanges. In his fight for more 
business Mr. Veroneau has found it 
advisable to put a great amount of 
time and energy into the correcting 
of his mailing lists for right here is 
where the most of the advertising 
appropriation is spent. 
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No Such Thing as Pull 


Business Isn't Politics and Success Depends On Ability to 
_ Deliver the Goods—Not On Influence 


By RicHarp L. PRATHER 


YOUNGSTER thinks that “pull” or influence 
ofA is a factor in business and that without it his 
chances are small. 

What is “pull,” anyway? Evidently the youngster 
believes that business contains some subtle, submarine 
political element.. He may have been raised in that 
atmosphere. His father may have been mixed up in 
politics and held office under some regime he favored. 
Decidedly a bad attitude of mind for a young man con- 
templating a business career. It starts him off all 
wrong. His measures of men and affairs are apt to be 
the yard stick of politics which often is laid off in 
inches of intrigue, feet of trickery and yards of gen- 
eral cussedness. He needs to get all that stuff out of 
his mind. He needs a thorough mental dry cleaning. 

There is no politics in business. There is“no in- 
fluence, no “pull.” Whatever of the same may creep 
in is soon thrown bodily out. There may be once in a 
blue moon a man who gets a job through some one high 
up. He may be a poor relation of one of the directors, 
or a son-in-law of one of the many vice-presidents. But 
he must make good or be relegated to a minor position, 
elevator conductor, janitor, or other menial position. 
He never attains what may be called success. And we 
are talking of success, are we not? 

The young man who thinks that “pull” is a factor 
in business may say that Grace landed in his high place 
in the steel business because Schwab favored him when 
he pulled him off that. switch engine. He might even 
say that old Andy Carnegie favored Schwab. But, each 





one of these men had something. They both had the 
“IT” that captains of industry recognize instantly. 
Here’s a story of a “pull” and how it worked out. 
The president of a big concern had a son. He got 
through college, somehow. He came from the seats of 
learning with the mistaken idea that his college train- 
ing(?) entitled him to a despot’s place and a Midas 
salary. He learned differently, poor chap. After many 
trials and failures he insisted that papa take him into 
the company. Poor old dad, almost desperate, created 
a place for him as “assistant to the president.” In a 
year the organization threatened to go to pieces. The 
best executives resigned. The case was bad and the 
old man saved it only by removing the son to a ranch. 
- You wouldn’t call that success, would you? No, son, 
pull seldom finds a place in business. PUSH is the 
thing. 


NE instance of a pull getting a man a job as buyer- 
manager of a shoe department. He lasted long enough 
to cause a loss of considerable size to the store. The 
man who pulled the wires got himself cordially hated 
and “influence” is a bad word around that place today. 
If you have the goods you need no pull. Good busi- 
ness recognizes no favorites, either of kin, “in-law” or 
other relationship. Whenever you see a lot of relatives 
on a payroll you may bet safely that they are all natural 
born business people, good hands and profitable em- 
ployees, or—the businéss is decadent, dying of dry rot. 
Next week, discussion of “Luck.” 
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A Style Show Now to Move Shoes in November 


lished institution in this country. All of them 

to date, however, have had for their object in- 
teresting the store’s customers in current styles. It 
has remained for the H. & S. Pogue Company, of Cin- 
cinnati, to stage one which aims to perpare the public 
for the styles which are coming rather than to sell 
them on those which have arrived. 

In the auditorium of this store on September 11 and 
again on the following day two performances were 
given under the direction of Madame Hamilton 
Jeffries, Fashion Editor of the BooT AND SHOE 
RECORDER. The first performance was at 11 
o’clock in the morning and the second at 3:30 
in the afternoon. Ten mannequins trod the 
runway, their gowns and shoes serving to illus- 
trate a lecture on style by Madame Jeffries, who 
has just returned from “covering” the fashion 
openings of the leading designers of shoes and 
clothing in Paris. 

As each model stepped forward, 
the capacity gathering of society 
women had explained to them not 
only for what occasion the ensemble 
should be worn, but heard, also, 
why the particular shoe had been 
selected and why, also, the particu- 
lar type of grown had been chosen 
for that model. It was more than 
an advance showing of shoes 
to be worn during the early 
winter. Rather, it was an ex- 
position of the cardinal prin- 


‘4 AKING the style show to the public is an estab- 
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ciples of good styling—general laws which govern the 
selection of garments not only for the occasion but for 
the type of woman who is to wear them. 

“For instance,” said Madame Jeffries, “if your frock 
is trimmed on one side it would be ruinous almost to 
select a shoe that might happen to be trimmed on the 
same side. Better select an untrimmed shoe for such 
a purpose. The wrong shoe can kill an entire costume.” 

Madame Jeffries also explained somewhat in detail 
that clothes are patterned from a study of the human 
body line from head to bust, from bust 
to knee, and from knee to ankle. Once 
having the basic line, no invasion of that 
form may be made without a 
change in the three measure- 
ments. 
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This is the slogan of 3000 

farm girls in California 

whose insistence on the cor- . 

rect types of footwear is 

making itself felt in retail 

stores in many parts of the 
State 


A new movement led 


By Harriet G. Eppy 


Assistant Professor of Agriculture 
Extension of the 
University of California 


You are to bearatePedists cee? 
ERKELEY, CAL. — Three Prguekt about $etera culated ro, Competent 
. . e t 
thousand farm girls in forty- CoP tes of Faneen treusaeene of ems PPSEhE whtoy ral 
lepar 


one California counties have 
for their slogan “Keep Your Feet 
Fit,” and already the retail shoe 
business in this vicinity is benefiting 
by this interesting movement. Led 
by Miss Harriet G. Eddy, assistant 
professor of agriculture extension 
of the University of California, farm 
families of the westernmost coast of 
these United States are rallying to 
the standard of “Foot Health,” and 
have bought shoes for themselves ac- 
cording to the U. of C. footwear 
specifications. The goal of these farmerettes is 100 per 
cent perfection in footwear. 

Miss Eddy says that already retail shoe merchants 
in Berkeley and other locations are catering to the 
insistent demand of the youthful foot-welfare workers 
for more health-giving shoes. 

Several merchants have asked for selling ideas favor- 
able to the sale of boys’ shoes. One merchant writes: 
“What would it mean to sell all the Scouts of the 
United States a second pair this Fall?” 

Many of the States have Scout organizations which 
publish little news sheets of interest to the junior 
members. 

Dr. S. F. Schmidtman, chiropodist, of Omaha, Neb., 
breaks into Omaha Scout News with some very practi- 
cal suggestions for the care and development of the feet. 
“The Daily Dozen—to strengthen muscles in the feet 
and backs of legs,” should be distributed by stores di- 
rect to the Boy Scouts of their community. 


is in the spri 
first foot interest. 


1. Stand with feet parallel; rise on toes; return slowly 
to original position. Keep weight on end of toes during 
entire exercise. 
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The time for greatest foot attention 
ing or in the fall. We F 
“click” in one issue on a number of topics of 


2. Stand in bare feet; raise toes off floor, keeping heels 
and balls of feet on floor; return toes to floor. 

3. Walk with feet pointing. straight ahead, keeping heels 
and toes on a straight line. 

4. Stand with toes extending over edge of block of wood 
or book; bend toes down as far as possible. 

5. Stand with feet parallel; roll feet over ‘the outer bor- 
der and walk on side of feet and ends of toes. 

6. Stretch legs out straight; bend feet toward the body 
as far as possible. 

7. Stretch legs out straight; bend feet away from the 
body as far as possible. 

8. Cross right leg over left leg; draw a circle in the air 
with the big toes making as large a circle as possible; 
make a circle first to the right and then to the left. 

9. Repeat “8,” putting left leg over the right knee. 


10. Stand with heels turned out and toes turned in. Press 
toes down as hard as possible. 

11. Place the ball of one foot on a book and the heel on 
the floor; take as long a step as possible with the 
other foot; repeat, reversing positions of the feet. 

12. Place knees, ankles and feet together; separate ankles 
without separating knees or moving feet. 
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O discussion of spats, the popularity of which are 

decidedly on the increase, would be complete 

without emphasizing the fact that in England, 
that is, with the “pukka” Englishmen, and to a limited ex- 
tent also in this country, they are an all the year round 
proposition. 

At the top of the photograph on this page are two ex- 
amples of Summer spats much in vogue at the present time 
in England. These are of woven linen, not overly heavy 
nor sized to give artificial body to the cloth, and, what is 
more important, readily amenable to the action of soap and 
water. Spats of this material can be laundered like soft 
collars, may be ironed just as easily, and made fresh and 
new at will. 

White spats such as the one at the top are used with light 
gray suitings and tan shoes. They would not be considered 
badly out of place with blue suits and black shoes, dithough 
the tendency in England is for men of fashion to wear a 
slightly darker colored spat, fawn for instance, with the 
darker suitings. 

The white spat also finds itself an integral part of the 
formal daytime costume—“morning” (Prince Albert) coat, 
striped trousers, and shoes of black calf or patent. 

Spat colors for the Fall and Winter show a wide range 
of grays, fawns and browns. Both shoe and suit colors in 
combination determine the color of the spat to be worn. 
Black shoes ordinarily require gray spats except when the 
suit is in the brown family, when a brown spat would be 
in order. Blue suits also take the gray spat with black 
shoes, and gray suits take either gray or brown spats, de- 
pending on whether the shoes be black or tan. 

Numerous refinements have been introduced in spats re- 
cently. Piping along the edges gives a dressy note and 
serves a utilitarian purpose also, in that spats thus trimmed 
will withstand longer wear, under ordinary conditions, than 
will the untrimmed. 

A very satisfactory volume of business can be done in 
this country on a limited investment in spats. It is true, 
of course, that they are not worn as generally in this coun- 
try as they are in England, but in most every community 
there is a sufficient demand for them, or sufficient demand 
can be created by suggestion, to justify the placing of a 
small initial order, and their continued merchandising on a 
hand-te-mouth basis until a regular trade has been built up. 

On Sunday mornings during the London season Rotten 
Row is the meeting place of the créme de la créme of 
English society. Four out of five men will wear spats. 
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America but the wide world of fashion. Al- 
ready there are indications of a vogue for a 
short wool sock to be worn just over the ankles as a 
protection against the possibilities of a severe winter 


ahead. 


he HE ankle sox vogue this summer swept not only 


‘ Both of these steps lead to the possibilities of a short. 


boot season, because nothing takes the place of leather 
protection around the ankle. The wool sock may have 
its place on a clear day, but in the colder regions of 
America the real function of protection of the ankles 
is covered by the Arctic or footwear of rubber pro- 
duction and the leather bootee, which made its first 
appearance last ‘winter. 
i The two illustrations shown at the bottom of this 
page come from England and indicate that adaptations 
of the American. boot will have a real sale in England 
this fall. England’s weather, with its dampness, rain 
and day-after day of discomfort, makes possible the 
sale of short bootees. Ae 

Several new. variations of the boot are due to be 
shown to the trade and publie' soon. One St. Louis 
manufacturing firm, which originated a successful boot 
last year, has a new one this yeat#hd is taking steps 
to prevent its being copied. Its details have not yet 


been made public. 
' Last week Franklin Simon & Cos.New York retailers, 


sprung a new one in the form of thé “Bob-Boot,”’ illus-" 


trated at the top of this page. it was ‘shown in black 


orld Oh 


Bosses, in New Versions, Offered Here and Abroad 
as Cold Weather Ankle Protection 


Here is the first of the new 1928 
American boots to be introduced. 
Originated by Franklin Simon & 
Co.,, New York, and named the 
“Bob-Boot”’ 


or brown suede, black patent, or brown kid, with the 
broad strap in contrasting leather. 

Considerable experiment is being made in America 
to create a new style bootee that will combine practical 
utility with smartness. There is a real possibility this 
season of more colorful bootees. All of the vivid colors 
are being experimented with. Shoe men remember the 
boot craze of twelve years ago, when the calf high boot 
in white kid was a national seller in mid-Winter. 


7, is no opportlunity for the return of the high 
boot, lace or button fastened, because the speed of 
today precludes any such footwear. If there is an inter- 
national interest in boots just above the ankle, with a 
cuff that rolls up still higher, it might be logical to 
expect still further development here. 

The modern version of Milady’s boot must be easily 
and quickly adjusted—women simply won’t waste time 
on laces or buttons—and also must fit snugly around the 
ankle, because a 
sloppy boot lacks 
style. To get the 
proper balance of 
utility and style is 
the big problem in 
boot designing. 

Styleful boots will 
find a place in this 
winter’s selling. 


Five short boots designed in England for November and December 
sale give a diversity of leathers. and colors, with varied stitchings 
in color at the waist for design 
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Jesse Adler, in the absence of President A. H. Geut- 
ing of the N. S. R. A., brought the greetings of the big 
organization to Syracuse. Wearing a pair of alligator 
shoes, Mr. Adler soon got to his favorite topic, that 
men, to maintain or build up their sex appeal, must pay 
more attention to their footwear. He quoted Elinor 
Glyn, famous exponent of “It,” to this effect. Elinor 
and Jesse agree. Mr. Geuting sent a telegram which in- 
cluded a strong plea for the formation of more regional 
associations to replace the many State organizations. 
aM ANAGER STONE (N. S. R. A.), put in a 

hurried appearance Tuesday afternoon and in 
a short but straight from the shoulder talk, put across 
some real ideas. He pledged his efforts to bring closer 
relations among all branches of the industry through 
the policies of the national association. Swinging into 
current conditions he cited the terrific competition fac- 
ing individual retailers and said that the only way to 
meet it is to specialize and concentrate on styles -and 
sizes and give service the chain stores cannot supply. 
He minced no words and some of them cut, but they 
made the shoe men think. 

Some angles in insurance were discussed by J. T. 
Haviland, (Eastern Department Manager, National Re- 
tailers Mutual Insurance Company). A good sales talk, 
interlarded with good suggestions to the retailers about 
handling their insurance problems. 

Resolutions passed included the usual thanks to 
officers, the City of Syracuse, manufacturers, salesmen, 
speakers, paid a tribute to the late Elmer D. Gilder- 
sleeve (who died since the last convention) pledged 
loyalty to N. S. R. A., indorsed the men’s advertising 
campaign, and thanked Cal. Mensch, (secretary and 
managing director, Middle Atlantic Association) and 
George Garmen (past president, same organization) 
for coming to the New York convention, but turned 
down the long standing proposal that the two associa- 
tions merge. 

Convention sessions, two in number, began with a 
luncheon at 12:30 and were confined mainly to set ad- 
dresses. There were no round table discussions. The 
women of the convention were entertained during the 
two days with luncheons, shopping and sight seeing 
tours and theater parties. Entertainment for the men 
consisted of a stag party Monday night (mighty good) 
and a fun fest, in which the ladies joined, at Drumlin’s 
Country Club, Tuesday afternoon and evening. Lots of 
golf was shot, horseshoes pitched, a big dinner eaten, 
much dancing done, some pretty good and pretty bad 
bridge played, etc. A bang-up good time.. 

The list of exhibitors included the following: 

Alden-Walker-Wilde, East Weymouth, Mass.; Atlantic 
Shoe Co., Boston, Mass.; Ault-Williamson Shoe Co., Auburn, 
Me.; A. J. Bates Co., Webster, Mass.; Beckwith Mfg. Co., 
Boston, Mass.; Best-Ever Slipper Co., Brooklyn, N. Y.; 
Bliss & Perry Shoe Co., Newburyport, Mass.; Boyd Welsh 
Shoe Co., St. Louis, Mo.; Bradley-Goodrich Shoe Co., Ha- 
verhill, Mass.; Brannock Device Co., Syracuse, N. Y.; Cam- 
bridge Rubber Sales Corp., Cambridge, Mass.; Dunn & 
McCarthy, Auburn, N. Y.; Charles A. Eaton & Co., Brock- 


ton, Mass.; Endicott-Johnson Corp., Endicott, N. Y.; Fern 
Shoe Company, Newburyport, Mass.; Forbush Shoe Co., 
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This Slate Won—Unanimously 


The following officers and directors of 
the New York State Shoe Retailers 
Association were unanimously elected, 
after John Slater, chairman of the nomi- 
nating committee, read it to the con- 
vention: 


President—Burt J. Gosper, Elmira 
(re-elected ) 

First Vice-Presdent—H. A. Read, 
Binghamton 

Second Vice-President—William F. 
Toher, Oneida 

Third Vice-President—Paul Her- 
ron, Ithaca 

Fourth Vice-President — Leslie 
Gardner, Oneonta 

Treasurer—Jesse L. Patton, Sche- 
nectady (re-elected) 

Recording Secretary — Harry A. 
Chase, Boston (re-elected) 

Executive Secretary—W. E. South- 
ard, Syracuse (re-elected) 

Directors—H. Mort Smith, Penn 
Yan; John Slater, New York; 
Mott B. Hughey, Watkins Glen; 
John H. Schmanke, Rochester; 
Charles Barton, Buffalo. 


North Grafton, Mass.; C. P. Ford & Co., Rochester, N. Y.; 
Freeman Shoe Mfg. Co., Beloit, Wis.; Freeman Beddow 
Shoe Mfg. Co., Beloit, Wis.; Golo Slipper Co., New York, 
N. Y.; John S. Gray Co., Syracuse, N. Y.; Green Shoe Co.. 
Boston, Mass.; Daniel Green Felt Shoe Co., Dolgeville. 
N. Y.; Huth, James Shoe Mfg. Co., Milwaukee, Wis.; Jo 
hanson Brothers, St. Louis, Mo.; Leonard Shaw & Dean. 
Middleboro, Mass.; Marshall, Meadows, Stewart, Auburn, 
N. Y.; Menihan Shoe Co., Rochester, N. Y.; P. W. Minor 
& Son, Batavia, N. Y.; A. E. Nettleton & Co., Syracuse, 
N. Y.; Over-Sole Rubber Corp., Chicago, Ill.; Peck Shoe 
Co., Worcester, Mass.; Thom. Plant Corp., Boston, 
Mass.; Racine Shoe Co., Racine, Wis.; E. P. Reed & Co., 
Rochester, N. Y.; Reynolds Co., Providence, R. I.; Roberts. 
Johnson & Rand, St. Louis, Mo.; Robertson & Byron, Au- 
burn, N. Y.; M. J. Saks Shoe Corp., New York, N. Y.; 
Selby Shoe Co., Portsmouth, Ohio; Sherwood Shoe Co. 
Rochester, N. Y.; Shoe Form Co., Auburn, N. Y.; Smith & 
Perkins, Rochester, N. Y.; Stetson Shoe Co., S. Weymouth, 
Mass.; Stone Shoe Co., New York, N. Y.; Wall Streeter 
Shoe Co., North Adams, Mass.; E. T. Wright & Co., Rock- 
land, Mass.: Perkins-Smith Co., Rochester, N. Y.; Walk 
Easy & Jiffy Prod., Syracuse, N. Y.; Irving Drew Shoe 
Co., Portsmouth, Ohio; Knipe Bros., Ward Mill, Mass.; 
Cleborn Shoe Co., Millersburg, Pa. 
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~CO-ORDINATE iy 


ADOPTED 100% FOR THE 




















O-ordinated Lasts and Patterns, as perfected and patented 
by the United Last Co., are adopted 100% for Constant 
Comfort Shoes. 


This means that every size and width is a model size and width; 
that every size and width of pattern is scientifically graded and 
perfectly co-ordinated with the corresponding last. 


This is possible only under this new system. 

Ss 
Every Constant Comfort last and pattern, in every size and width, 
for every style, is a NEW last and a NEW pattern—each a perfect 
model. 

as 


These things mean not only better fitting Constant Comfort 
Shoes, but positively the best possible fitting qualities. 


“In Good Style” 


Full lines of Constant Comfort Shoes are carried 
In Stock at Auburn, Maine, and St. Louis, Mis- 
souri—our record for prompt, same-day ship- 
ment is almost one hundred per cent. 











COLT WILLLA? | 


Eastern Sales Division and In-Stock Department at Auburn, Maine 
Factory at Auburn, Maine 
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‘}]Lasts and Patterns 
rE [CONSTANT COMFORT LINE 














This, then, is another strikingly important proof of the constant- 
ly reiterated and confirmed Ault-Williamson policy: Never to re- 
duce quality or standards, regardless of price, but always to 
adopt every sound improvement in manufacture, quality, dis- 
tribution and service to our dealers and to the wearers of Con- 
stant Comfort Shoes. 


_ 


Ss 


All Constant Comfort Shoes have: Positively rigid shanks; heavy 
high-quality soles; plump Ruby Kid uppers; right and left 
moulded counters; tite-fit ankles; foot-health saving and foot- 
trouble preventing models—and Co-ordinated Lasts and Patterns. 


Pa 


Ss 


Ault-Williamson are the FIRST shoe manufacturers to adopt 100% 
Co-ordinated Lasts and Patterns. — 





“In Good Style” 


Shoe merchants, thousands of them, have proved 7 
by long and happy experience that they always 
make good profit on Constant Comfort Shoes— 
t without inventory losses. 














Western and Southern Sales Division and In-Stock Department 
416 North 12th Street, St. Louis, Missouri 
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THE RIGHT SHADE FOR .A COLOURED SHOE IS THAT SHADE WHICH 
HARMONIZES WITH THE LARGEST VARIETY 
OF COSTUME COLOURS 





COLOUR NO. 


; £28 


not onl; n hog ny 

COLOUR NO. 
and coppe ripht Ss, 1 4 00 
es\<_ iP the ed_is dur 
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Goodwill Shoes 


Heavy Weather Ahead 
Heavier Sales Ahoy! 
















Start the season with a line of 


Goodwill Shoes in your new Fall 
and Winter stock. Here's a staple 







line of heavy-duty shoes that always 






stand the test of work, wear, weather, 






good appearance and big dollar- 






value among outdoor sportsmen, 






workmen and boys. Made for com- 







fort and extra-setvice with the best 


of materials bought principally be- 






fore the increase in leather prices. 






Ready now, in stock for immediate 






shipment—priced to retail at 


$3 to $6 


with ample profit 









Style No. 1234 (above) 
A boy’s Goodyear Welt Lined Blucher at $2.60, 
in sizes 1 to 54%, made of Chocolate Elk with 
Single Leather Sole and Rubber Heel. A Medium 
priced boy’s shoe and a popular seller, ready to 


ship. 













Style No. 856 (right) 


Goodwill Molder Shoe 
Made of First selection Black Elk with Uskide Sole 
and Rubber Heel. Hub Gore. Our best seller to 
the Molder Trade, at $2.75. 


No. 356—Same shoe with a Safety Box Toe at 
$2.85. 













Goodwill Shoe Company 


Shoemakers for over 25 years 


Holliston, Mass. 
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Sherwood Beautiful Shoes 


“MAYBEL” 
B4010—Black Kid 
1401 Medium Toe Last 
14/8 Leather Heel 


“BEAUTY ARCH” 
“Besse”—Gore Step-in 
B14003—Patent 
With Ornament .... 
nd Toe, 1404 Last 
14/8 Boxwood Heels 
B4004— Patent 
With Ornament .... 
1401 Medium Toe Last 
14/8 Boxwood Heels 


§ 
r 
n 
0 
’ 
n 
n 
Q 
0 
Q 
Q 
0 
n 
n 
0 
n 
Q 


1403 Round Toe Last 
4/8 Boxwood Heels 


N “LUREEN” 
Q B4015—Patent 


IN STOCK 


Step-ins, Straps, Pumps and Cut-out Oxfords in 
Popular Materials at Prices to Assure You PROFITS! 


he 


ag pti 


B4013—Black Sati 
White Kid Ne e4.75 


B4016—Patent Leather with 
Champagne Kid Lining 4.75 


Both made over 2003 Round Toe Last 
with 20/8 Spike Louis Heels 


Pe. 


“TANAURA” 
B4008—Patent 
B4000—Ebony Black Kid... 
B4021—No. 456 Brown Kid.. 5.00 


Made over 1401 Medium Toe Last 
14/8 Leather Heels 


“DENBAR” 
B4017—Patent 


2003 Round Toe Last 
20/8 Spike Louis Heels 


~ — eee 
—Pat 
1401 Medium Toe Last 
B4001—Patent 
1403 Round Toe Last 
Both with 14/8 Boxwood Heels 


“IREL” 
ee Kid 
1 Medium Toe Last 
B4023— Mack Kid 
403 Round Toe Last 
B4026 No. 456 Brown Kid. 5.00 
1401 Medium Toe Last 
B4027—No. 456 Brown Kid. 5.00 
1403 Round Toe Last 
All styles carry 14/8 Leather Heels 


“EMSLY” 
B4024— Patent 85. 
Champagne Kid Lining 
Plain Vamp 1701 
Medium Toe Last 
17/8 Spike Louis Heels 
B4025—Patent 
Stitched Vamp, 178 
Round Toe Last 
18/8 Spike Louis Heels 





. 





THE SIZES AND WIDTHS 
8 


eeeeeee 








n 
r 


R. F. Sehneider; 907 Marbridge Bldg. 
CHICAGO 
F. J. Le Pine, 1618 Republic Bldg. 


N NEW YORK CITY 
0 
n 


a 


SEND SIZES TODAY 


SHERWOOD SHOE CO., Inc. 


ms—5%—30 da 


Ter 
Twenty-five cents additional’ ‘for eodeve less than 3 pairs. 


ROCHESTER, N. Y. 


PHILADELPHIA, PA. 


W. F. Schoell, 119 So. 4th Street 


OS ANGELES 


Li 
G. C. McAtee, 811 Lankershim Hotel 


SAN FRANCISCO 
S. Rosenburg, Hotel Normandie 


DENVER, COLO 
W. B. McNutt, 218 Charles Building 
PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 
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We are opening new stores all the time 


AI A Soe SS AAA AA SS SSS SST. 





FRANK W. TRAcy says: 


‘* |. . the same opportunity is offered to young men who are 
interested in their future.” Read the Success Story of a 
man who once refused a job with J. C. Penney Company 
then changed his mind and made his fortune with us! 


‘“‘ AFTER SPENDING TEN YEARS in the retail business and com- 
ing to the realization that I had made very little progress, 
either mentally or materially, I finally came upon an oppor- 
tunity to join the J. C. Penney Company, which was located 
next door the very store where I worked. I had become 
curious about this Penney store because it was growing every 
day and in a short period of time had become one of the 
leading stores in town. 

“Upon inquiry, I decided that this Penney opportunity was 
what I was looking for. Here is what it was: an opportunity 
to learn to be a successful merchant and to share in the profits 
of the business. 

“Several years previous to this, I had made inquiry regard- 
ing a job with the Penney Company with only a raise in salary 
in mind. I passed it up because the raise was not there. I 
eventually found out that this salary business is the last thing 
to worry about and that I would have been ahead a hundred 
times if I had gone to work at that time. 

“T have made more money than I had ever dreamed of 
having and in earning it have performed a real service to the 
community in which we serve. I have had more real enjoy- 
ment than I ever thought possible in any job.” 

Frank W. Tracy, Pottstown, Pa. 


Read his own story of success with the J. C. Penney Company 


We are looking 
for another 
FRANK TRACY | 


E’D like to find another man who, like Frank Tracy, 

has made up his mind to succeed, who wants to run 
a store of his own! Frank needed only unlimited oppor- 
tunity. He did the rest. We will gladly give the same 
chance, the same cooperation, to another man as good 
as he was. 

Frank made a real sacrifice to come with us. And he 
began at the bottom. How he worked! Our store manager 
took a friendly interest, training him in selling, in keeping 
records, in buying for department after department. 
Frank was amazed at our modern methods, at our vast 
buying power, at the marvelous values we give our cus- 














tomers. He became enthusiastic—more ambitious than ever. 

Then his big chance came. 

We had a store for him to run, fully equipped with 
fixtures and a fresh stock, in a thriving community. He 
was given a contract for a big share of all the profits he 
could make. In addition, he received a substantial salary 
for running the store. And he was also eligible for divi- 
dends from J. C. Penney Company stock. 


Are you putting it over like Frank Tracy? 


You, too, if you have the right qualifications, can be 
independently rich. Our managers make substantial sums 
annually in salary alone. Their share in profits is many 
times this amount usually. Many have amassed fortunes. 
A career with J. C. Penney Company is a wonderful 
opportunity to become independent. 


But you must have certain qualifications. Hundreds 
fail to meet our requirements. 

We.offer this chance of a lifetime only to young men who 
have had successful experience in selling men’s clothing or 
shoes or drygoods at retail. No others need apply. You 
must be between 21 and 35 years of age. You must have 
a good education, good health, and be upright morally. 
At the start, you will be paid a comfortable salary but not a 
bonanza. You must make good before you make money. 


If you have the stuff in you and can work hard for a truly 
big success, write our nearest office today. J. C. Penney 
Company, Inc., Attention Mr. J. D. Keyes, Room 1503-A, 
330 West 34th Street, New York, N. Y.; or Attention Mr. 
E. M. De Moss, Room 1051-A, 1010 Pine Street, St. Louis, 
Mo.; or Attention Mr. Wm. H. Dayton, Room 1323-A3, 
1324 Russ Building, San Francisco, California. 
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FTER five unsuccessful attempts, Robert E. Peary 


The illustrated High Cut Patent 
Calf Walking Boot, with Inside discovered the North Pole on April 6, 1909. His 
Side Lace, was featured as one expedition of 66 men and 140 dogs was divided up into 


ow shiaiesars ree five detachments. One group would advance to relieve or 
replenish another at a prearranged point and return to the 

Toler, you acsice expedition’s vessel, The Roosevelt. This left a single party, 

shoe style in the composed of Peary, his colored servant and four Eskimos, 

aanenge. «. The to reach the long sought for goal. The entire distance from 


(elastic Box Toe, 
one of the out- mainland to Pole was 475 miles, which was covered 


standing discov- at the remarkable speed of 13 miles per day. 
eries of modern - ' 
shoemaking, gives 

to the shoe style * 
value throughout 


G/C ee 


THE QUALITY BOX TOE 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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IEREEMAN-BEDDOW 


“ALLIGATOR” 


The newest note in men’s style footwear. Here 
is a fast style made of Alligator Grain Calf 
semi-soft plain toe. Embossed Alligator sole 
and heel. A snappy style. Delivery date 
Oct. 10th. 
Black Alligator, Style 583 
Brown Alligator, Style 582 
Captoe Balloon Last, Black, Style 525 
Captoe Balloon Last, Brown, Style 524 














Freeman-Beddow Shoe Mfg. Co. 


BELOIT, WIS. 








FASHION BUILDERS 


eel 








BOOT AND SHOE RECORDER 





September 22, 1928 























The attractiveness 
of good patent 
leather-plus 
HUB-GORE-A- 
adds snap to 
FALL SHOES 














HUB GORE MAKEY 


Branch of EVERLASTIK, fne. 
CHELSEA, MAID. 
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In Stock No. P-216.....85.85 
Patent vamp. Black suede quarter. 
14/8 suede covered heel. 


BROWN 
KIDSKIN 


SUE 


In Stock No. P-254.....85.15 
All Patent Leather, 14/8 celluloid 
heel, 


In Stock No. K-204.....85.15 
All Black Glazed Kid, 14/8 wood 
covered heel. 

In Stock No. 8-274.....85.25 


All Black Suede light and airy one 
strap. 14/8 suede covered heel. 


New York Office 
805 Marbridge 
Bldg. 
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DURAY 


(Openwork Quarter) 

In Stock No. B-273......20222+.85.85 
Autumn brown kid vamp and quarter. Bar- 
rett’s Java Brown Garter Snake tongue and 
quarter inlay. 14/8 leather heel. 


In Stock No. P-272......0220++ -$5.75 
Patent vamp and quarter. <A Blending Art 
Grain tongue and quarter inlay. 14/8 cellu 
loid heel, 


In Stock No. M-270......6.+++ 86.00 
No. 24 Marsala Kid vamp and quarter. Bar 
rett's Marron Garter Snake tongue and quarter 
inlay. 14/8 Marsala Kid wood covered heel 


Im Stock No. K-271......000++ 85.25 
Black Glazed Kid vamp and quarter. Bar- 
rett’s Black Garter Snake tongue and quarter 
inlay. 14/8 leather heel 


LIGHT ON YOUR FEET 


REG. U.S. PAT. OFF. 





OLGA 


In Stock No. P-252....-+6+02++-85.50 
Patent leather vamp and quarter. Black suede 
eutout straps. 14/8 heel. 


In Stock No. K-202....66666++ 85.50 
All Black Kid. 14/8 covered wood heel. 


COLUMBUS, OHIO 


ALL GOODYEAR WELT CONSTRUCTION 


GENOA 


In Stock No. 


Visualize soft black 


and quarters 


sheer of the steel 


and facing. 
heel, 


14/8 


suede 


contrasted wi 


patent 
suede « 





S-275.....85.85 


vamp 
th the 
tongue 
~overed 


BLACK 
SUEDE 


Im Stock No. 
All Mat Kid 


with beaded 
heel. 


In Stock No. P-222.. 


All Patent 
buckle with 


VIOLA 
(Elastic adjustment) 


center 


Leather. 
beaded 


celluloid heel 


THE LAPE & ADLER CO. z, 


ROSE 
Ni 


FOOT-FRIEND SHOES ARE MADE UNDER THE SPECIFICATIONS AND 
PATENTS OF DR. JOHN M. HISS, B. Se., D. O., M. D. 


14/8 


New 
center. 





M-221... . 85.35 


New covered buckle 


covered 


+ + BH. 


covered 
14/8 





69 


PUCRUA CREE CREE CREO CRETE ECE 


Clootriend +=1N STOCK 
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MODISTE 


Style R782—Black Kid—$5.00 
Suede Trim 
Style R626 
Java Brown Kid 
Suede Trim 
$5.50 
Style R491 
Medium Brown Calf 
Calcutta Trim 
$5.00 
Style R551—Patent—$5.00 
Wolfe Trim 
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ESTELLE 


Style R854 
Genuine Baby Alligator 
Suede Trim 
$7.00 
Style R487 
Chocolate Washable Calf 
Hindu Snake Quarter 
$5.60 
Style R856 
Black Calcutta Lizard 
Suede Quarter 
$5.65 





MARIETTA 


Style R244 — Black Suede — $5.90 
Baby Lizard Strap 
Style R645 
Java Brown Kid 
Snake Strap 
$5.90 


MARCELLE 
Style R547 — Patent — $5.65 
Suede Quarter 


Style R862 — Maron Calf — $5.65 
Hindu Snake Quarter 








9? Ws tinor6.Son,dne 


Batavia, New York 





































September 22, 1928 BOOT AND SHOE RECORDER 71 





FIVE SHOE STAGES OF 
(7 BABYHOOD 
‘& — First: THE INFANT, kicking and laugh- 
wae ing in dainty Ideal No. 1021 to ac- 
custom the tiny feet to a covering. 
Second: THE ¢ CREEPER, with foot — 
No. 154 (Last No. 22 
tected and guided toward ee 


comfort. 
Third: THE TODDLER, » poties | himself 
uncertainly to stand, with foot and 
cults geaperty one supported in Ideal 


Fourth: THE WALKER, ~ = forth gal- 
ney, comfortable Cy steady in 
eal No. 386 (Last No. 66). 
Fifth: a ROMPER, scamperingabroad 
onendless tripsof investigation with 
feet happy in Ideal No. 461 (Last 
No. 44). 

An Ideal Foot Growth in Ideal Baby Shoes 
Department of Medical tion 
MRS. DAY’S IDEAL BABY SHOE CO., 
DANVERS, MASS. 





1.—Ideal No. 1021 2.—Ideal No. 154 
(Last 





22) 
3.—Ideal No. 263 4.—Ideal No. 386 5.—Ideal a 461 
(Last 66) (Last 66) (Last 44) 
MRS. DAY’S IDEAL BABY SHOE CO. 
age ane, LW. Sectoen | DANVERS, MASS. New York—387 4th Ave. 


St. Louis—1307 Washington Ave. 
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The “Strand” The “Cardonia” 

7626—“‘Gem.” _ Ladies’ sng Crocodile, 
Patent Trimmed, Welt, 11/8 Tap Rubber Heel, 7503—“Jewel.” Ladies’ Patent, Silver 
Trump Last, Blucher Oxford, 4/8, A; oe 6 Piping, McKay, 15/8 Covered Cuban Heel, 


a by C and D 0 
7666—Same in Tan Crocodile, Tan Lizard Sharon Last, Four Eyelet Tie, 44/8, AA; 4/8, 


Trimmed. ee Se Pe RS. Soon erences scevecs $4.15 


At Just the Right Time— 


@ New styles added Sept. 1st bring the “Diamond Brand” line 
right up to the minute. 


@ The “Diamond Brand” men—two hundred and fifty-one 
strong—have these “New Things,” ready to show you, and Cata- 
log No. 59—the new book just issued —shows each style in 


detail. 


@ And each number is handled the “Diamond Brand” way— 
carried in stock in all sizes and in widths, ready for quick han- 


dling of your orders. 


@ Just when you need them quickly more than seven hun- 
dred styles—the new ones and the staple numbers—are in 


stock, ready for your orders. 


@ Write or wire us without obligation on your part for sales-- 


man or catalog with assurance that 


A Line to Us Will Bring Our Line to You. 


St. Louis 


Branch of I. S. Co. 








we 





ee 
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W Ho's WHO Selling 











Salesmen Help Move Shoes from the Shelves 
as Well as Onto the Shelves 


Harry L. Lamson, sales manager for The Empire 
Specialty Footwear Co. (Boston Branch of the Endi- 
cott-Johnson Corporation.) 


Tells the Retail Shoe Merchant 


1.—Chain shoe stores, as well as independent retail 
shoe stores, must do business at a profit. The funda- 
mental reasons for both being in business are, therefore, 
identical. 

2.—Every chain store has a problem of its own, just as 
every independently operated retail shoe store has its par- 
ticular problem. 

3.—Chain shoe stores are getting bigger profits this year 
than last, for the reason that they are not selling merchan- 
dise as closely as in years past. They have found that 
they have not been fair to themselves in the past in selling 
shoes at so small a margin of profit. They are today 
looking for greater profits. 

4.—Both independent retail shoe merchants and chain 
store merchants must study the demand. 

5.—The public is not supposed to know as much about 
footwear’s quality and style as does the retail shoe mer- 
chant. The public, therefore, must be educated by the 
merchant—-through good newspaper advertising; through 
windows with shoe selling appeal, through attractive in- 
teriors, and courteous salespeople, to a higher apprecia- 


tion of footwear. 











ARRY MACK, retail sales man- 

ager of the F. M. Hoyt Shoe Co., 
is on a three weeks’ trip with his sales- 
men, and will call on customers in 
Atlanta, Dallas, St. Louis, and Minne- 
apolis. 





ALPH MOORE, who represents the 

Holmes-Terhune Co., with new 
Boston office in the old Farnsworth- 
Hoyt Building, corner of Lincoln and 
Essex Streets, will start on a middle- 
western trip about the first of October, 
with a new and complete line of 
“snappy” numbers. 





HArtaAN LEIGHTON of Colella & 
Leighton, Lynn, is on a trip 
among the big cities, with step-ins of 
tweed, pumps of blue kid and oxfords 
and ties of suede, all in the better 
grades. He is an enthusiast for the 
“Col-Ton” shoes, which are made by 
a new process, and are as light and 
as flexible as a feather, figuratively 
speaking. 





AS LLEWELLYN, who represents 
Vaughan-Towle Co. on the Pacific 
Coast, is now on his way home after 
a trip to the Salem, Mass., factory of 
his house to study the new things in 
his line for the trade on the country’s 
westernmost slope. Jack Llewellyn 





likes to travel, both for pleasure and 
business and pleasure, too, and is al- 
ways adding new friends to his long 
list of old ones by his charming per- 
sonality. He is a “World War Vet,” 
serving as lieutenant, and has since 
been promoted to a captaincy; he 
spends two weeks of every summer at 
training camp and is attached to the 
Motor Transfer Section. He makes his 
headquarters at the Hayward Hotel, 
Los Angeles. After he left “The Hub,” 
he spent about a week in Chicago, and 
planned to be “on the job” again the 
latter part of September. He made a 
call at the RECORDER office while in 
Boston, and reported that conditions on 
the Coast are much improved over 
those of a year ago. He says that his 
line of women’s staple turns include 
many “snappy” patterns to meet the 
demand of his trade. 





OSEPH GEARY of Boston covers 

New England and New York City, 
a territory which he opened, for the 
Eby Shoe Co., Inc., of Lititz, Ephrata 
and Birdsboro, Pa. Mr. Geary was re- 
cently interviewed at the new Boston of- 
fices of this concern—Room 511, Stat- 
ler Building—where he makes _ his 
headquarters when not traveling. Mr. 
Geary has represented the house of 
Eby for about a year; prior to that, for 





SHOLS 


the 


ROAD 


Edited by Helen M. Haney 


15 years, he represented the G. P. 
Crafts Co. of Manchester, N. H., where 
he received a most valuable training 
and is known as an expert on boys’ 
footwear. His motto is: “When you 
say anything, know what you are talk- 
ing about.” He is now showing his 
trade some of the new numbers in 
shoes for the young folk, which he de- 
scribes as “One of the strongest and 
best medium priced lines of its kind on 
the market. Our style and sales man- 
ager, M. C. Lane, formerly with Har- 
rington Shoe Co., is a 100 percenter 
on juvenile lasts, patterns, styles, and 
quality,” he states. 





HARLES W. MORRILL, who sells 

the output of the Durand Shoe Co. 
to the jobbing trade of the country, 
will leave his Boston office at 82 Lin- 
coln Street, the latter part of October 
for a southern and western trip. Mr. 
Morrill will be away from “The Hub” 
for about five weeks, and will show his 
customers the many new numbers in 
the Durand Shoe Co.’s women’s com- 
fort shoes for spring. Mr. Morrill is 
a scientific salesmen who believes in 
being “right up to the minute” with 
the modern and constantly changing 
conditions of merchandising. 








J. M. Burton 


S. C. Rippon 


C. RIPON, who for many years 

e carried the Endicott-Johnson Cor- 

poration’s line in Southern New York 

and northern Pennsylvania, is now cov- 

ering the same territory with Enna 

Jettick shoes. Mr. Ripon makes his 
headquarters at Binghamton, N. Y. 





M. BURTON, a newcomer in the 

e shoe field, has made arrangements 

to sell Enna Jettick shoes in sections of 
Ohio and Michigan. 
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Helping Sell the “Extra Pair” 


LL up and down the street are hundreds 
—in some cases, tousands—ot people, 
walking and riding. Many of 
them need merely a reminder to 
buy that “extra pair” now! 
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Beautiful 


NISLEY 


Up over the heads of the crowd 
and out from the building’s front, 
where it commands instant atten- 
tion, you can erect your F'lexlume 
sign-advertisement — strikingly - 
beautiful and colorful by day; brilliantly at- 
tractive with electric-lighted words by night. 





Thousands of shoe merchants have experi- 
enced substantial gains as a direct result of 
Flexlume Electric advertising. So can you. 
We will gladly submit the facts. Address 
FLEXLUME CORPORATION, 1739 Military 
Road, Buffalo, N. Y. 


ais 
FLEXLUME 


ELECTRIC DISPLAYS 


Factories also at 
Detroit, Los Angeles, 
Oakland & Toronto 


Sales and Service 
Offices in Chief Cities 
of U. 8. and Can. 








No. 341 

Black Alligator Calf 
.B 6 to 11, C, D, E, 5 to 11 
$4.10 


No. 342—Same style in 
Brown Alligator 













IN STOCK : 
October Ist 


Order your sizes now! 









M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 
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HE se mi- 
annual “Ge-t 
Away” sales con- 
ference of Edwin 
Clapp & Son, Inc., 
was recently held 
at the East Wey- 
mouth, Mass., fac- 
tory. The meet- 
ings were preceded 
by a trip through 
the factory, and 
the new develop- 
ments and methods 
especially noted. 
~ The highlight of 
the afternoon of the second day of 
the “confab” was devoted to a general 
discussion of advertising, led by Shel- 
ton R: Houx, director of advertising, 
covered every phase of publicity, and 
resulted in the planning of some new 
features in advertising that will prove 
beneficial to all Edwin Clapp dealers. 
The sales meeting, under the leader- 
ship of the Sales Manager, William A. 
Hodges, was entered into with much 
spirit. Mr. Hodges gave a complete re- 
view on conditions, both agricultural 
and commercial which give promise of 
a bright selling season. A style show 
was staged by Edwin Clapp Lincoln, 
consisting of a full showing of new 
styles, patterns, and leathers. All 
salesmen were highly enthusiastic over 
the new numbers in the line, and espe- 
cially so when the new women’s arch- 
ways were presented. For years the 
semi-annual Get-Away Dinner has 
been held on the evening of the style 
show, and the annual outing of the 
Edwin Clapp organization has always 
been timed to occur during the Sales- 
men’s Week. Both of these events 
were omitted this season as a mark of 
respect to the late Mrs. Edwin Clapp 
who passed away on Aug. 25. Sales- 
men were very generous in their praise 
of the merchandise provided for them 
this season and left for their terri- 
tories confident that their business for 
the fall of 1928 would exceed that of a 
year ago by a good margin. 


VW aes salesmen help resale—was 
the keynote of the recently held 
E. T. Wright & Co.’s sales conference. 
“A salesman’s job is only 25 per cent 
done when he has taken his order.” 
These words by A. W. Donovan, presi- 
dent of E. T. Wright & Co., were the 
keynote of the four days’ convention 
of the entire selling force. Through- 
out the week this thought was stressed 
as each department was inspected and 
explained to the salesmen. On Tues- 
day, Sept. 4, the entire day was spent 
by the salesmen in the factory where 
the many processes of bettering the 
shoes and making them more expedi- 
tiously and efficiently were explained 
by A. W. Donovan and A. F. Donovan. 
The E. T. Wright & Company factory 
has been literally made over during 
the past period. The factory manage- 
ment has taken advantage of every 
modern method and machine for ef- 
ficiency and bettering the shoes. The 
result of these changes has been show- 
ing to the advantage of the product. 
The salesmen were very much enthused 
over the nail-last insole, the tight 
linings, and the tautness of the upper 
over the last. These improvements in 
shoemaking were included by Mr. 
Donovan as one of the major factors 
in re-sale—for after all, it is the worth 


and general desirability of the shoe 
that causes the customer to come back 
for a second pair. Modern merchan- 
dising methods are not considered a 
substitute for quality, but rather a 
means for making better than ever— 
quality desired and appreciated. The 
discussion of the Arch Preserver stock 
department proposition was led by 
Vice-President J. A. Munroe; the dis- 
cussion brought to light many astound- 





| 
N. S. T. A. Insurance Due | 
| October 1 
| N. S. T. A. Secretary Delany 
has sent out notices to group 
policy holders for their third in- 
surable year in the $1,000 death 
benefit feature of this associa- 
tion. Premiums are due on Octo- 
ber 1 on the $9.60 semi-annual 
payment plan. When the large 
number of those insured is con- 
sidered, it is remarkable how few 
have allowed their policies to 
lapse. This proves that N. S. 
T. A. members are business men 
and pay their bills when due. 
Many firms throughout the coun- 
try are taking out group insur- 
ance for all the members of their 
traveling forces. Already 24 ben- 
eficiaries have received checks 
for $1,000, without any red tape 
proceedings, immediately upon 
proof of death of those insured. 











ing cases of dealers’ growth of busi- 
ness with smaller stock by using the 
size-up system. Mr. Pernice, president 
of the Proctor & Collier Co. of Cin- 
cinnati, advertising counsellors for E. 
T. Wright & Co., reviewed with chart 
and statistics the growth of E. T. 
Wright & Company’s advertising par- 
alleling it with the growth in volume 
from a factory standpoint and retail 
store standpoint. The new campaign 
which was introduced by Leo Mc- 
Carthy, advertising manager, was 
enthusiastically received by the sales- 
men. Ernest Burrill closed the Thurs- 
day meeting with a short, but effec- 
tive talk on the N. S. R. A. men’s 
shoe campaign. E. T. Wright, the 
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R. LARSON, 
e who recently 
resigned the sales 
management of 
+ Bros. Shoe 
» Quincy, IIl., is 
nd representing 
A. E. Nettleton 
Co., in the Central 
West. During the 
nineteen years 
that- Mr. Larson 
was identified with 
the “Selz”’ organ- 
ization in both 
building the line 
and contacting volume buyers and later 
with the Morris Bros.’ organization, 
he has accumulated a good will as 
broad as his knowledge of footwear is 
thorough. This fine friendship and 
technical efficiency will stand him in 
excellent stead in this new connection 
with the Nettleton forces. 


A. R. Larson 


original salesman and -the founder of 
the E. T. Wright Company, the present 
treasurer, attended all the meetings 
and contrasted selling of the old days 
with the present successful methods 
which necessitates that a salesman be 
a merchandiser as well as a seller who 
can help the dealer in his retail prob- 
lem. On the closing day of the con- 
vention, the new Just Wright line of 
young men’s shoes was displayed. 
Much effort has been put into this line 
during the past four or five months 
and the new line, with 14 new lasts, 
was greeted with applause from the 
salesmen. The salesmen attending 
were: M. F. Baker of San Francisco: 
C. J. Boobay of Columbus, Ohio; 
Harold Burnett, New York City; John 
S. Donovan, New York City; F. M. 
Fispaugh, Detroit, Mich.; P. C. Jen- 
kins, Wheeling, W. Va.; C. H. Luder- 
man, Salt Lake City; D. W. Marrer, 
Warren, Pa.; F. J. Sullivan, Phila- 
delphia; George White, St. Louis; 
Charles York, Oklahoma City; Charles 
Walls, New England; Leo J. McCarthy. 


OUNCILMAN JOHN J. WHALEN 

from the Fifth Ward, Brockton, 
Mass., recently joined the salesforce of 
Field Bros. Shoe Co., and will cover 
Pennsylvania, the District of Colum- 
bia, Virginia and Maryland. 





Elmer C. York, Boyd-Welsh Shoe Co.’s representative, recently chose 
a unique sample room to sell Richard E. (Dick) Sykes of the Heckert 


Shoe Co., Appleton, Wis. 


Buyer Sykes was at his summer home on 
Big Spider Lake, Northern Wisconsin, 
“I never worked in a nicer sample room. 


when Salesman York called. 
” writes Elmer. “with the 


pine trees over our heads and the log cabin and lake in the back- 
ground” 
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Distinctive Winners 
for the 


Independent Retailer 


Grips are the strongest and most up-to-date line of canvas 
rubber footwear shown this season. Never before, Mr. 
Independent Retailer, have we given you such splendid 
shoes and appealing values with which to meet—and beat 
—all volume competition in your territory. 






I.eaders in the Grips line are the famous Gripsures. The 
original patented suction cup moulded sole shoe, it has 
been persistently advertised and consistently sold longer 
than any other sports shoe ever on the market. And to-day 
it is going stronger than ever! 







Gripsure and Cleeto are only two of the winners in the 
Grips line. They give you the jump on your volume 
competitors because they are distinctive and individual for 
your store. 










Beacon Falls Rubber Shoe Company 


Makers of Top Notch Rubber and Canvas Rubber Sole Footwear 





Beacon Falls, Connecticut 





241 Congress St., 208 So. Jefferson St.. 1152 Penn Ave., 
Boston, Mass. Chicago, Ill. Pittsburgh, Pa 


1714 Washington Ave., 426 Second Ave., North 106 Duane St.. 
St. Louis, Mo. Minneapolis, Minn. New York, N. Y. 


530 Howard St.. 
San Francisco, Calif. 


TOP NOTCH 


RIPS 












































928 


September 22, 1928 


BOOT AND SHOE RECORDER 


77 








'S 





inieetieeneie ee 


Now Going Stronger than Ever 


GRIPSURE 


The best all-around sports shoes— 
for all seasons and all sports. The 
patented suction cup soles are an 
exclusive Grip Sure feature. 


Sizes Price 
a a ae 6 -ll $2.00 
i a 2'.- 6 1.85 
SE Sb dick aces 12 -2 1.60 


Crepesole Gripsure 


A wonderful basket-ball shoe— 
speedy and very light in weight. 
Moulded Crepe-Sole, Korxole in- 
sole. A novel Sponge Heel 
Cushion. 3 bar Snubber Toe 
Guard. Top Notch strong Duck 
top with loose Duck lining. 


Sizes Price 
a ik ok ain 6 -l1IM $2.15 
i. ¢ 2'4- 6M 2.00 


Gripsure Junior 
Brand New 


Note the features which 
make it a splendid value at 
a moderate price. Its ad- 
vance sales demonstrate 
that it will be one of the big- 
gest sellers of the 1929 sea- 
son. For delivery after 
January Ist, 1929. 


Sizes Price 


Men’s ..... 6 -i1il $1.50 
BOYS’ .... 2'%4- 6 1.40 
Youths ...12 -2 1.30 






HEAVY — 
SNUBBERT 
GUARD Gripsure 
Junior 


Send for sample pairs or sample cases 


| 








Crepe Sole 


Gripsure al 
FULL 
BACK STAY 


\ 








TIRE CONSTRUCTION 


FOXING 
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* THE NEWEST REPTILIANS 


“mame” Speed Pecees “OSAGE” Special Process 


B-985—Genuine Amber 
Baby Alligator with B-992—Genuine Brown 
Suede quarter to match. .$6.00 Lizard with Brown Kid 
Medium Toe quarter to match 


Medium Toe 


MENIHAN’S 
IN STOCK 


EPTILIAN leathers continue in 
popularity. Here are eight new 


“MAIDA” Special Process from, made up in the newest pat- 


B-975—Genuine Black 
Lisard with Bla 


terns. 
Medium Toe 


Write — Wire — Phone — Today 


“BALZAR” Special Process 
momo” Gowdyear Welt go Sigg gent 
Se ane — ° 87.25 Brown Kid to match....85.85 


Medium Toe Medium Round Toe 





AAA ....24...-.5 to 8 B wwe ncceeee ed%& to8 

BA cece eee 4% tO8 © cccccccccceeeS OOS 

BM ceccccseeeeeet@to8 

Twenty-five cents additional for orders of less than three pairs. 
Terms Net 30 Days. 





“VERDELLE” 
Special Process 


B-848—Genuine Black 
Lizard with Ma 
quarter and heel 


Medium Toe 


“LUELLA” Special Process 


B-896—Genuine Brown 
Snake with Brownstone 
Kid quarter 

Medium Toe 


“CREST” Goodyear Welt 


B-932—Genuine Amber 
Baby Alligator 
Medium Toe 


New England Office: 
Draper Hotel 
Northampton, Mass. 
Elliott La Montagne 


Cleveland Office: 








THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 
Lor Angeles Ofice: 107 East Rochester, N. Y., U. S. A. 
Cc. E. OF RIT Makers of Menithan -Arch-Aid Shoe. 
Write for Agency Proposition. 


“ 

H 

" 

“ 

H 

“ 

“ 

mC 

4 ii snappy styles for you to choose 
. oo 
" 

“ 

" 

“ 

“ 

e 


1599 Union Trust Bldg. 
A. F. JENKS 


F. J. SA 


IRORKAeoRoAanoronosornrororcrxrcrevexess 
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NATIONAL NEWS 


SATURDAY, SEPTEMBER 22, 1928 





EVERY WEEK 





Northwestern and Iowa Assn’s | 


to Stage Joint Convention | 


Des Moines Selected as 
Site for 1929 Meeting in 
April—Plan for Re- 

gional Organization 


MINNEAPOLIS, MINN. (UTPS)— 
Following conference late in August 
in Mason City, Iowa, of representa- 
tives of the Northwestern Shoe Re- 
tailers’ Association with members 
of the Iowa Shoe Retailers’ Asso- 
ciation, Secretary H. S. McIntyre of 
the Northwestern organization to- 
day announces simultaneous dates, 
April 8-10, 1929, in Hotel Fort Des 
Moines, Des Moines, Iowa, of the 
first annual convention of a regional 
organization and the 13th annual 
convention of the Northwestern Shoe 
Retailers’ Association. 


Out of this conference a north- 
western retail shoe organization 
of more than 2000 members is ex- 
pected to become a reality. 


F. J. Crapo of Des Moines and Harry 
T. Breck of Omaha were elected vice- 
presidents of the Northwestern Shoe 
Retailers Association from Iowa and 
Nebraska respectively. It was also de- 
cided to continue the Apparel Mer- 
chant, which is owned by members of 
the Northwestern association and 
other merchants, as official paper. 

Nickels & Greene, leading retail shoe 
merchants of Mason City, arranged for 
the conference in detail, including a 
luncheon at the Hotel Hanford and the 
conference session in the’ First Na- 
tional Bank directors’ room. 

Representing the Iowa association 
were A. J. Mullarkey of Keokuk, the 
president; A. H. Lamb of Cedar Falls, 
the second vice-president; Ira L. Welch 
of Atlantic, the secretary-treasurer; 
W. S. Arant and F. J. Crapo of Des 
Moines and E. A. Westburg of Iowa 
Falls, directors. 

Representing the Northwestern as- 
sociation were C. J. Benton of Austin, 
president; H. S. McIntyre of Minneap- 
olis, secretary-treasurer; C. A. Kil- 
bourne, Otto Wieseke and Joe Langley, 
directors. Mr. Langley is also a di- 


rector of the National Shoe Retailers 
Association and its representative. 


| 





Hollywood 











PUNO UNCING . CORTALL 
TT 
featuring modes in the 


| medern spirit . exclusive 
Cc ttfl Scammers 


Ket 





i IMPERIAL 


torn SHOE STORE 


Prompt Attention to Mail Orders 





A well conceived ad with which the Im- 
perial Shoe Store in New Orleans 
broke open the Fall season 


A. E. Burns Shoe Co. 
to Open Another Branch 


Detroit, Micw. (UTPS)—A. E. 
Burns Shoe Company, one of the larg- 
est retailers of men’s, women’s and 
children’s footwear in Detroit, have 
leased a building at 8956 Grand River 
Avenue, in the heart of the new Grand 
River-Joy Road shopping center, for 
twenty years and will open an up-to- 
date shoe store in the location as soon 
as alterations can be made and fix- 
tures purchased and installed. The 
lease involved a total rental of more 
than $250,000. 

The A, E. Burns Shoe Company’s 
principal store is on the corner of 
Grand River Avenue and Griswold 
Street, in the downtown district, in the 
Burns-Gray Building. A branch down- 
town shop is operated at 210 Michigan 
Avenue, in the Book-Cadillac Hotel 
Building. A. E. Burns is president 
and treasurer of the company. H. R. 











Harner is secretary and John T. Mc- 
Gee is general manager. 


Canton Shoe Men Stage 
Simultaneous Showing 





Newspaper Spread Also Used in 
Campaign 


CANTON, OHIO (UTPS)—Two weeks 
preceding the semi-annual fashion 
show sponsored by the Canton Mer- 
chants’ Association, a group of the 
leading dealers in ladies’ footwear 
joined in a “shoe fashion show” to in- 
troduce the latest Fall fads in foot- 
wear. 

Each of the stores participating ar- 
ranged an attractive window display 
which was unveiled Saturday evening 
preceding the appearance of a two- 
page spread in the leading newspaper 
of the city. Each store took the size 
ad preferred and described whatever 
shoes for Fall wear they cared to. A 
four-column layout, half a page deep, 


|| carried poses of an attractive girl dis- 


playing the newest in footwear with 
brief descriptions of each style. 

One of the staff writers of the paper 
prepared a snappy feature article on 
footwear hobbies which compared mod- 
ern girls to centipedes in that they re- 
quired so many shoes. Along with this 
snappy and illustrated story, there 
were several lgcal news items to at- 
tract attention to the spread. Dealers 
reported the investment well worth 
while in the interest manifest in fall 
styles the next day. 


New W & H Store Coming 


NEw York, N. Y.—Whitehouse & 
Hardy, who operate three shops in 
New York and one in Philadelphia, 
handling Johnston & Murphy shoes for 
men, exclusively, will open another 
unit here in October at 20 East 42nd 
Street. A 14-year lease at an aggre- 
gate rental of around $500,000 has 
been signed for the location, formerly 
occupied by a Child’s restaurant. Ex- 
tensive alterations are being made in 
the store room, which is 22 by 100 
feet in size. A basement of the same 
size furnishes space for reserve stock. 





Ring & Sons Quitting 


NASHVILLE, TENN. (UTPS)—J. H. 
Ring & Sons, 303 Third Ave. North, 
after eighteen years in the exclusive 
retail shoe trade announce that they 
are quitting business. In August and 
September special clearance sales in 
men, women and children’s shoes 
are on. Also in men and women’s 
hosiery. A special bargain department 
has been arranged on the second floor 
and the sale will continue until the 
stock is sold. 








BOOT AND SHOE RECORDER 


what youll 
GAIN | 





When you feature this 
new-day comfort / 


VERY customer satisfied, 
EK steady, enthusiastic, a booster 
for your store, an asset to your 
business! What a pretty picture! 
Yet you can easily make it real! 
Simply see to it that the shoes you 
buy are comfort-equipped where 
shoe-comfort should begin—at heels 
and toes. 


When you buy shoes, specify 
Armstrong’s Cork Box Toes and 


Counters — flexi- 
ble, yielding, dur- 
able, resilient 
comfort -accessor- 
ies made of strong 
fabric and tough, 
sturdy cork com- 
position. Naturally cork gives with 
every movement of the wearer’s 
foot. Never does it warp, harden, 
or break. And cork doesn’t stretch 
or buckle. Quite the contrary, it 
holds the lines of the last for the 
life of the shoe. 


Armstrong’s Cork Box Toes and 
Counters protect shoes from 
weather, perspiration, heat, and 
cold. And note this—-no matter 
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Yes, a man’s shoe must be stylish. 
But just as important is comfort. 
Shoes can be both smart and com- 
fortable if box toes and counters are 
of sturdy, flexible cork — sturdy 
enough to retain the lines of the 
most extreme last, vet flexible enough 
to yield with every movement of the 
wearer's foot. 


how hard you wear cork-equipped 
shoes, the heels and toes remain 
comfortable and stylish in appear- 
ance. 


Thousands of pairs of Arm- 
strong’s cork-comforts are spread- 
ing satisfaction and good-will. You, 
too, can get on this good road to 
customer satisfaction. Simply spec- 
ify Armstrong’s Cork Box Toes 
and Counters in the shoes you buy 

. . for your customer's sake. 


ARMSTRONG CORK COMPANY 


Specialties Division Lancaster, Pa. 
Rr sy dri 6 Shao a ee ead 197 South 8t. 
Milwaukee, Wis... -811 Majestic Bidg. 
Cincinnati, 1017 Broadway 
ee OS Ee 204 S. Third St. 
Toronto 11 Brant St. 
Montreal 1001 McGill Bldg. 








_Armstrongs Cork 
ox Toes and Counters 


B-107 
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Plant Gets Stearns 
Dep’t in Cleveland 


R. W. Lofgren Is New Manager 


CLEVELAND, OHIO (UTPS) — The 
Thomas G. Plant Corp. of Boston, has 
leased the shoe department at Stearns, 
pg 2 occupied by the A. E. Little 
Co. of Lynn, Mass. The offerings were 
subsequently changed from _ Sorosis 
shoes to Dorothy Dodd footwear. R. W. 
Lofgren has been appointed manager 
of the new shoe department. Mr. Lof- 
gren was formerly head of the shoe de- 
partment in the Gladding Dry Goods 
Co. store at Providence, R. I 

The Stearn Co. shoe department is 
being remodeled throughout by the 
Grand Rapids Store Equipment Co. 
and is expected to be finished about 
November 1. Elaborate plans for one 
of the most exclusive and attractive of 
the Cleveland downtown shoe depart- 
ments are being worked out. Hidden 
stock, draped arches, high panel dis- 
play cases at front and rear center, 
display cases at front and back cor- 
ners, scattered club chair system, and 
elaborate decorations backed by a dark 
walnut background are planned. 


Enlarge Basement Depts. 


CoLuMBuUs, OHIO (UTPS)—The F. 
& R. Lazarus Co., in its program of 
-expansion of various departments, has 
enlarged the women’s and children’s 
shoe sections in the “Basement Store,” 
which is one of the outstanding sec- 
tions of the mammoth institution, 
which comprises about 500,000 square 
feet of floor space. 

The “Basement Store” comprises 
many women’s and misses’ ready-to- 
wear departments in addition to the 
shoe sections and is now the largest 
“Basement Store” in the Middle West, 
as it comprises 56,000 square feet. To 
-acquire the additional space the de- 
partment was given large space for- 
merly used for store service and non- 
selling activities. Simon Jacobs is 
merchandise manager for the shoe de- 
partments in the “Basement Store.” 


New Fond du Lac Store 


FoND DU Lac, Wis.—Marks Men’s 
Boot Shop is now open for business in 
the Fond du Lac, Wis., ready-to-wear 
establishment operated under the style 
of Pierson’s Clothes Shop. A. N. Marks, 
proprietor of the new establishment, 
has been actively identified with the 
Wisconsin shoe trade for close to thirty 
years. Starting as a small-town re- 
tailer, he spent many years with the 
Milwaukee stores of Gimbel Bros. and 
The Hanan Shoe Co. During the last 
few years he has represented a well- 
known line of Rochester, N. Y., shoes 
in Wisconsin territory. Wicker chairs, 
smoking stands and attractive rugs 
give the new store a decidedly “clubby” 
appearance. 


Out of Business 


CLEVELAND, OHI0O—Michalske Bros., 


who started in the retail shoe busi- | 


ness here about three years ago, have 
discontinued the shoe business on ac- 
count of other interests. 





This new store of K. W. Watters & 
Son, Inc., in the Hotel Statler, 
falo, N. Y., has more the appearance 


of a high class office, rather than a | 
Red stippled walls | 
trimmed with black and black Windsor 


regular shoe store. 


chairs having red cushions carry out 
this desired look. What seems to be a 
safe in the deep center is the cash reg- 
iser. Back of this is the concealed 
stock room. There are no show win- 
dows, save the two cases facing the 


Lightfoot in New Job 


WEsT PALM BEACH, FLA. (UTPS)- 
E. A. Lightfoot has beeri made man- 
ager of the Newark Shoe Store at 340 
Clematis Street. Mr. Lightfoot came 
from Tampa to assume the manager- 
ship of the local store. He is a vet- 
eran shoe man, and has been with the 
Newark company for many years, first 
at Albany, Ga., and later at Tampa, 
Fla. Mr. Lightfoot is possibly one of 
the best known men in the Southern 
section of the Newark chain, as well as 
one of the best liked. 


Aldrich New Buyer at 
Jordan, Marsh’s 


Boston—D. Aldrich is now buyer of 
the women’s shoe department of Jor- 
dan, Marsh & Co., succeeding E. R. 
Smith, whom he formerly assisted. 
Earl Bond is assistant to Mr. Aldrich. 
G. A. Gilman, who has been floorman 
for five years under Mr. Smith, con- 
tinues in the same capacity. The wo- 
men’s shoe department of this store is 
undergoing a complete renovation, with 
business proceeding as usual. The sell- 
ing space is so arranged that sales- 
men’s “foot-work” has been reduced to 
a minimum. thus effecting a quicker 
service to the public. A new salon, 
about 70 by 30 feet, to house the high- 
grades, is being constructed on the 
Washington Street side of the depart- 
ment. New lirhts and new chairs are 
being installed in the main section. 


Buf- | 


hotel lobby. On each of the three large 
windows, one of which is shown at the 
left of the picture, are sills about a 
foot wide on which a few shoes are set 
at odd angles. The idea in mind to 
give Buffalo a totally different type of 
men’s shoe store has been carefully 
worked out and successfully achieved. 
As only Stetson shoes are carried, the 
store is known as the Watters-Stetson 


ee 


_Delman Exhibits Models 








The several center display cases have. | 


been removed to make more room for 
shoe selling “action.” 


| struction 


in Detroit Store 


(UTPS) —A most 
satisfactory gathering of people at- 
tended the exhibition of high grade 
women’s footwear given by the Delman 
Shoe Salon of New York City in the 
shop of the Walton-Pierce Company, 
203-206 Women’s City Club Building, 
2110 Park Avenue, on Monday, Sept. 
17. The latest styles in expensive 
footwear were shown and much inter- 
est was shown in the exhibition by 
those who attended. 

The event was announced through 
the columns of a local newspaper and 
by direct mail to the customers of the 
Walton-Pierce Company, which special- 
izes in custom made gowns, coats, furs 
and footwear for women. Henrietta 
W. K. Pierce is president of the com- 
pany, Lillian M. Walton is vice-presi- 
dent and William R. Pierce secretary- 
treasurer. 


DETROIT, MICH. 


A. H. Adler Goes Abroad 


New York, N. Y.—Arthur H. Adler, 
of the Adler Shoe Company, and Mrs. 
Adler, sailed for Europe on the Beren- 
garia, Wednesday, Sept. 19, for an ex- 
tensive trip. Mr. Adler, who is asso- 
ciated with his brother, Jesse Adler 
in the buying and managerial end of 
the business, will visit England, France 
and Italy in search of new style ideas 


| for men’s shoes and hose, and also will 


observe the latest trends in store con- 
and equipment in_ those 


| countries. 
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Flex-to-fit con- 
tracted for 
easy insertion 





The Flex-to-fit 


automatically 
expands with- 
in the shoe. 


Get Your Share 
of These Profits 


VERY woman who 

enters your store is a 

prospect for a pair of these 
dainty shoe trees. 

After she selects a pair of 
shoes, you will find it easy to 
interest her in a pair of Flex- 
to-fit Fairy Lasts for keeping 
those shoes new and beau- 
tiful. 

Flex-to-fits make an irre- 
sistible appeal to women 
because of their attractive 
colors, their light weight and 
the way they automatically 
adjust themselves to the out- 
line of the shoe. 


Write for free 
illustrated booklet 


SHOE FORM CO. INC. 
Auburn, New York 


Flex-to-fit 


FAIRY LASTS 


September 22, 1928 





Advertised! 


HE famous Ca- 

pezio Concave 

Arch Soft Toe Slip- 

per is piling up gen- 

erous profits for Ca- 

pezio dealers. Dancers know 

this superior slipper and ask 

Backs for it by name. Finest quality, 

Soft Toe Slip- longest wear, smartest appear- 

per always in ance. Actually helps the 
stock in Black : - 

and White Kid dancer point her toe! Full 

stock ALWAYS—At once 


and Pink Satin. . 
Elk Soles to delivery on all orders. 


order Special 

shades to order. Write today for Complete 
Catalog, samples and Sales 
Plans for dealers who qualify 


as Capezio Representatives. 


Concave 


OVER 40 YEARS Lahn J/g 


Ne ndeag 209 WEST 48°ST. 
NEW YORK CITY 











The Boston Directory for 1928 
Just Issued 


It contains 3,766 classifications. Are you 
properly registered where the prospective cus- 
tomer will find you, or is your competitor 
there and getting the orders? 


Consult the Publishers 


SAMPSON & MURDOCK COMPANY 
377 Broadway Boston, Mass. 











EK 





3 
“Greeley 
Has ’Em”’ 


Over a long period of years 

merchants have learned that 

Greeley always has exactly 

what they need — a depend- 

able, comfortable house-slipper. 
Made in black and col- 
ors, with leather or rub- 
ber heel. If your jobber 
can’t supply — write us 
direct. 











as A. W. GREELEY ! 
x4 12 Duncan St. - - - Haverhill, Mass. xe 


Sas 
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The Trend of Hide Prices 





Packers 
Heavy 
Native 
Steers 


Week 
Ending 


Packers 
Branded 
Cows 


Packer 
and 
Country 
Calif Skins 


Packers 
Heavy 
Texas 
Steers 





14 
24 
241%, 
241% 
241% 
231% 
2342 
2314 
24 
24% 
241% 
25 
23 


1927’s lows 
July 7 
July 

July 

July 

Aug. 

Aug. 

Aug. 

Aug. 

Sept. 

Sept. 

Sept. 

One year ago...| 








12 
232 
24 
24 
24 
22% 
22 
22 
22 
22 
221% 
22 
21 


-17 
-31 
-31%% 
-31 
-30 
-30 
-30 
-30 
-30 
-30 
-30 
24 -2914 
2034-241% 


13% 














Buying Shoes Now 
for Tourist Season 


West PaLM BeacH, Fia. (UTPS)— 
Approach of the winter tourist season is 
causing some activity in the local shoe 
market, Buyers for the various stores 
and departments are bestirring them- 
selves and beginning to select styles 
and models to meet the winter demand. 
Jack Paulus, manager of Hatch’s Boot- 
ery, is one of the first to leave for New 
York to look over the manufacturers’ 
new offerings. He sailed on Sept. 11, 
intending to be away at least three 
weeks. E. F. Harrison, buyer for An- 
thony’s, Inc., is another who left for 
New York about the middle of Sep- 
tember. J. Edwin Baker, of Edwin 
Baker, Inc., returned from a New York 
buying trip on Sept. 15. 


North American Shoes 
for South America 


PortsMouTH, OHIO (UTPS)—Fer- 
nando and F. E. Mejia, brothers of 
Colombia, South America, were in 
Portsmouth for a week early in Sep- 
tember buying shoes from the Excel- 
sior Shoe Company for four new shoe 
stores to be opened in South America 
in the near future. The first of the 
three stores will be in Colombia and 
the others in other South American re- 
publics. Shoes purchased for the 
stores ranged from 4% to 7 in size and 
all will be made on an E last as the 
South American trade demands long 
pointed toes in footwear. The brothers 
estimate the population of Colombia 
at 10,000,000, of which about 3,000,000 
now wear shoes and the practice of 
wearing shoes is gaining rapidly. The 
people demand the lighter shades of 
kid, calf and fabric shoes. 


New Kentucky Store 


PorTsMoUTH, OHIO (UTPS)—McAIl- 
lister & Jones is the name of a partner- 
ship which will open a retail shoe store 
at Grayson, Ky. The two partners 
were in Portsmouth recently buying 
from the Excelsior and the Irving 
Drew shoe factories. 


|Warm Weather Helps 
Kid Call in Detroit 


Detroit, MicH.—Early fall sales in- 
dicate that the women are waiting until 
the warm Indian summer is over before 
buying suedes in any great quantities. 
To quote a couple of stylists: Lew 
Klein, of Ames, “Last summer we 
bought red, blue and green and com- 
pletely sold out of red and blue, yet in 
spite of this, we bought a sweetening 
of greens for early fall, just to have 
them. Blue seems to be the outstand- 
ing color in all patterns, and when 
made of velvet, satin, suede or kid is 
very good. Burgundy, to my way of 
thinking, is only fair and should be 
bought sparingly in opera pumps only.” 

Goetz & Mittelman, Inc., who operate 
the I. Miller shoe department in Rus- 
sek’s: “First, it’s brown kid, then black 
kid, with all indications for brown 
suede coming in strong by the time this 
is printed. As for patents, well pat- 
ents is patents again. Shoes of all 
reptile, and those trimmed with rep- 
tile, in black, brown and blue, were 
bought across the board, and today’s 
selling is a justification of that buying. 
The usual warm weather in September 
is the reason for kid selling so well, a 
very normal condition. A decided de- 
mand for heels 16/8 and under, is being 
felt. It is quite evident that the large 
number of women who wore sport shoes 
this summer for the first time, so en- 
joyed the comfort derived from the low 
heels, that they are insisting on lower 
heels for their shoes for all occasions.” 


Expanding Rapidly 


Detroit, MicH.—As an experiment, 
Liederwitz Bros. started a little 14-foot 
shop selling women’s popular priced 
novelty shoes on West Grand River. 
Business developed so rapidly that they 
have just taken a room next door 
which will give them seating capacity 
for 24 customers. A second store has 
also been opened around on Griswold 





Street, and other locations are being 
considered. 


| pecially good 





Fall Footwear Selling 
in Cincinnati Stores 


CINCINNATI, OHIO. — Cool. weather 
during the last few days of August 
started new footwear moving, and Fall 
openings the first and second weeks of 
September served as a further stimu- 
lant. Live models were used by some 
retail merchants in showing the new 
styles and complete lines were on dis- 
play shortly after Labor Day. 

One merchant says the public is 
clamoring for style and everything 
with stylish features is being favored. 
Fall footwear was moving in suffi- 
ciently large volume by the second 
week of August to enable dealers to 
judge fairly well what the public will 
demand for Fall and Winter. 

Some patent is being called for, and 
the new browns and tans, many of 
them smartly trimmed with contrast- 
ing colors, are popular. Suede is es- 
in brown as well as 
black and black satin seems to be com- 
ing to the fore. Lizard skin shoes and 
those with lizard trim are making a 
good start and alligator is being fa- 
vored. 

The pump is a favorite at present, 
more especially so if it has a crystal 
throat ornament or bow. Different 
types of one-straps are being featured, 
and they may be had in such a variety 
of patterns that retailers expect them 
~ be very good through Fall and Win- 
er. 


Donates Prizes 


CoLUMBUS, OHIO (UTPS)—Frederick 
A. Miller, president of the H. C. God- 
man Co., of Columbus, which operates 
a number of shoe factories in Lan- 
caster and Columbus, showed his great 
interest in civic affairs recently by do- 
nating $1,000 as prizes to be given the 
winners in the annual flower and vege- 
table show held at East High School, 
Columbus, and in which displays of 
flowers and vegetables grown by school 
children were displayed. 

The show showed the great progress 
made by school children on flower and 
vegetable gardening. 


Shoe Man for Lighting 


MARYSVILLE, OHIO (UTPS)—Frank 
W. Galloway, a well known shoe dealer 
of Marysville, was made chairman of 
a special lighting committee by the re- 
organized Chamber of Commerce. This 
committee was selected to carry out a 
plan of installing an auxiliary street 
lighting system for the business district 
of the city, to which is to be hooked 
up lights for all of the business show 
windows. These lights are to be con- 
trolled by the public service corpora- 
tion, which means that there will be 
uniform store and_ street lighting. 
This plan is expected to spotlight the 
attention of the shopping public on the 
business section. 


Making Alterations 


DETROIT, MicH.—Increased business 
has forced Plunkett Bros., who operate 
the Glove Grip Shoe Shop, to make ex- 
tensive alterations in their interior ar- 
rangement. When the present work is 
completed, the shelving space will be 
increased 50 per cent. 
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SAID THE SALESMAN TO THE LADY 


“The shoes I am showing you carry an 


innovation—TUFSKIM SOCK LININGS. 


“Our store has been in business selling high 
grade shoes for a longer time than any other 
shoe store in this section, and we have made 
for ourselves, through fair dealing and the 
sale of quality merchandise, a reputation of 
which we are justly proud —a reputation 
which we do not intend to lose. 


“In order that we may maintain our reputa- 
tion, we go so far as to specify what materials 
are to be used in the making up of our shoes, 
as the one thing we insist upon is the rigid 
maintenance of quality. 


“Our conservatism is such that we never 
change our specifications for material unless 
exhaustive tests have proved that the change 
of material would better the quality of our 
shoes. 

“Before adopting TUFSKIM as the stand- 
ard for our Sock Linings, we took plenty of 
time to test it for each and every require- 
ment’ it possibly could be called upon to 
fulfill, and our tests conclusively proved 
that for Sock Linings, TUFSKIM stood head 
and shoulders above anything else we have 
ever seen, with the result that we now fea- 
ture TUFSKIM SOCK LININGS in our 


entire line of shoes.” 


To Shoe Buyers as a class we say specify TUFSKIM for the Sock Linings in your shoes 
and in consequence give your salesmen a chance to make use of a sales argument that will 


help to sell shoes. 


RESPRO Inc. 


PROVIDENCE, RHODE ISLAND, U.S.A. 
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THE ROCKER 
No. 0893—Tan Calf 
No. 0869—Black Calf 
A Very Popular Style 
Wing Tip and Medallion. 


with 


THE SPEED 

No. 07995 — Brown 
Imported Scotch 
Grain 

No. 07783—Black Imported 
Scotch Grain 

Medium Broad Toe 

A Sporty Blucher Oxford 


THE PARAMOUNT 
No. 0885— Tan Calf 
No. 0865 — Black Cal f— 
A Corking English 
An Exact 
Style. 


Toe 
Reproduction of a Well Known English 
All Numbers IN STOCK. 


RECORDER 


HONEST ALL 
THROUG 


Service when you want it and must 
have it—that’s the policy of the 
Emerson IN STOCK Unit.  Sixty- 
Two numbers, one for every foot and 
style preference, are constantly in 
stock. 


Keep your capital in hand, not on the 
shelves, by sizing-in from this IN 
STOCK service. Emerson Shoes are 
tested styles. You'll find them promptly 
pleasing to your men’s trade. 


WELD, 


Gi 


pV 3? 


Write for Catalog Today 
Shoes Branded or Unbranded from Stock as Requested 
EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


UNION MADI 
Makers of KUMFORT ARCH SHOES 








The CAHILL CARTON CAHILL BON MARKER 
“The Carton That Opens in the Front” righted) 


A VERY ‘EFFECTIVE 
MACHINE 


For printing the stock number, 
description, size and width and 
selling price of the shoes on the 
carton or the index card for the 
Cahill carton. 

PRICE, $4.00 


Mailed on Approval 





Beautiful—Convenient—Economical— 
Any size— Any color — Shipped 
anywhere knocked down at 
lowest freight rates. 
Cost less though made of 
better materials. Samples 
or salesman on request. 





HARRISBURG, PA. 
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Bottle green patent leather vamp, bottle 
green suede quarter, concealed front 
gore, 18/8 Spanish heel. 


Delicate slenderizing lines—dainty cutouts 
—modish patterns—charming leather 
combinations, all these and more will you 
find in creations by FORD. 


Not only are they the means of satisfy- 
ing discriminating wearers but they offer 
an unexcelled opportunity for building 
bigger and better business. 


C. P. FORD & CO,, INC. 
ROCHESTER, NEW YORK 


Detroit Office: Burns-Gray Bldg.—Ray Wegman 
Chicago Office: 1815 Republic Bldg.—Ray McCarthy 


New York Office: 441 Marbridge Bldg.—Jack Galway 














A NEW APPLICATION 
OF AN OLD ART 


All the beauty and brilliancy of cut steel plus a permanent back- 
ground of one or more colors— 


In the “CHROM-ART” line the ancient and venerable French 
cut-steel art finds its modern expression by the embodiment of 
single and multi-color background, setting off the cut-steel pat- 
tern in artistic relief, more fully to bring out its natural beauty. 













Let us send you a sample assortment. Return them at our ex- 
pense if they or any patterns in them do not please. 





Importer and mS x fi er of Genuine Cut Steel Ornaments 


1118 N. THIRD ST. PHILADELPHIA, PA. 








S. RIVELIS No. 617—Black and any com- 





plementary color. 
Price $3.50 per pair 
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* Moving two pairs with each sale 


Women’s rubber footwear has grown smarter. The result, for galoshes is this: women today 
buy galoshes for style, as well as for protection. 

And #his is the result for you: thousands of dealers have succeeded in selling women 
galoshes-in-general, Gaytees-in-particular, at the same time that they sell them shoes. They 
sell them Gaytees to fit the shoes just purchased, or to match the ensembles they’re wearing 


at the time. 


With Gaytees 
it’s easy! 


1. New lasts that fit the new Fall shoes! 
New heels— four different heel heights 
to insure trim fit and smart lines for every 
shoe you sell! 


2. New colors! (Rosy browns, tans and 
gtays.) New fabrics! (Wools, tweeds, 
rayon-and-wool mixtures.) A harmoniz- 
ing choice for every feminine costume. 


3. Lines are smart; styles attractive—and 
every model is light in weight. 


4, Gaytees’ wholesale distributing outlets, 
scattered the country over, offer a faster 
manufacturer-to-dealer service than any 
other overshoe. 


5. Gaytees are nationally advertised, 
nationally known—and the fastest-grow- 
ing name in rubber footwear! 


Gayte CS — the Tailored Overshoes 


Reg. U. S. Pat. Off. 





United States @ Rubber Company 






(f- *“Killing two birds 


with one stone” — 























has a brand ne ote: — 


“ELITE” and “COPLEY” 


Two Gaytees with the new cross-strap that 
adjusts to snugness over the slimmest ankle. 
“Elite,” on the left, is of brown or black 
wool jersey with rayon cuff. “Copley,” on the 
right, is of brown or gray rayon-and-jersey. 
Both styles have fast-color linings throughout. 





MADE ONLY BY 





Trade Mark 
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Slater Outlines Fall Styles Via Radio 


Broadcast to Public Part of Program 
of Syracuse Convention 


SYRACUSE, N. Y.—A résumé and fore- 
cast of women’s footwear styles for 
fall were given the women of Syracuse 
and surrounding territory, through 
radio station WSYR, in connection 
with the New York State Shoe Retail- 
ers Convention here early this week. 
John Slater of New York City made 
the radio address. The broadcasting 
was timely as the next morning more 
than 75 apparel and shoe merchants, in 
a cooperative movement, made a con- 
certed window showing of new fall 
styles. 

In his address Mr. Slater said: 

In presenting to you the shoe style 
forecast for this autumn and early 
winter as sponsored by the New York 
State Shoe Retailers Association, I 
must stress, in the first place, that 
footwear in harmony with the costume 
is, today, the essential requisite. 

The inherent good taste of the mod- 
ern woman has so come to the fore that 
now her thoughtful wishes place upon 
the shoe merchant a burden of achieve- 
ment which is almost impossible. 

Therefore, in conveying the ensuing 
suggestions you must realize that the 
suggestions are those which will prove 
to be those fashions which will become 
the most general and popular. 

Although we will recommend color 
and the use of color combinations, one 
must ‘carefully guard against garish- 
ness. 

Now for the morning and general 
use shoes: 

We recommend footwear of sturdy 
construction with low heels, preferably 
of leather, in Oxford type with or with- 
out cut-outs and made to look attrac- 
tive. Leathers used are principally 
soft calf or kid in tan or black. 

We recommend also the more color- 
ful combinations in conservative shades 
in one, two or three strapped models 
with heels measuring from 1% to 2 
inches in height, 

This fall season ushers in a pro- 
nounced vogue of browns and, in this 
respect, follows the course of nature. 
All nature undergoes a transition of 
color, tone at this time of the year. 
The ‘lowers are gone and so are the 
colors. The leaves turn from bright 
green to golden brown. Wood tones 
dominate the landscape and this is na- 
ture’s inspiration which the artists of 
fashion have accepted. 

The .darker’ browns are accented 
more than‘ the lighter tones this fall. 
These shades may be worn with cos- 
tumes in any shade of brown. with the 
wine red, the mahoganies or the darker 
greens, There are also certain shades 
of gray with which brown contrasts in 
a chic, Parisian ‘way. and smart wo- 
men have adopted this combination 
with success. 

Brown, as an autumn color, suggests 
suede to shoe men. Brown suedé shoes 


are popular everywhere. 


In many one of the most attractive shoes imag- 


cases you will find beautiful combina- | inabie. 


tions of brown suede and matching | 


brown kid, perhaps set off with rich 
piping of gold kid. Among the rep- 
tiles you will have shades of brown 
tizard, alligator or snake, trimmed with 
brown suede, although the elite of rep- 
tilian leathers are water-snake and py- 
thon in both delicate and firm shades of 
gray, which may be effectively trimmed 
with harmonizing shades of suede or 
kid leather. Black can never be disre- 
garded, and particularly in suedes and 
lizards either in shoes of solid mate- 
rials or properly trimmed, black con- 
stitutes one of the dominant notes of 
fall shoe styles. 

There is much favor shown for black 








As Riways-~ 
First. With the Latest 
For Fall 


a Ja hy 








The Bootette 
AS PICTURED 
PATENT LEATHER : 


Blue Dragon Collar 


PATENT LEATHER 


Parchment and Black Snake Collar 
PATENT LEATHER 
Tan and Brown Reptile Collar 
All Sizes—All Widths 
See Window Display for First Showing of 
Fall Footwear $5—$6—$8—$10 








& 
“WearfntApparel frontJoptotoe 


1012 CANAL STREET 























The Tulane Shop, New Orleans, hits a 
Fall note with this Bootee ad 


kid shoes with contrasting trims. Black 
is one of the smartest colors in all de- 
partments of dress this year, and the 
softness of kid has won regard to a 
point where shoe merchants have or- 
dered liberally of black kid footwear 
with trimmings of color or gunmetal. 
Black matt kid, combined with the 
highly lustrous patent leather makes 





Some time ago, when a dark navy 
| blue, calied “midnight” blue, was in- 
troauced for shoes, it was considered 
only a fad that would pass with the 
end of the season. Midnight blue kid 
and suede have been very strong for 
more than a year now and, in the pres- 
ent season, are just as important as 
any other color. This dark blue suede 
complements almost any costume and is 
particularly good now with so many 
grays and blues being worn in cloth 
aresses, suits and coats. You will see 
many beautiful shoes made of either 





blue kid or blue suede, or combinations 


| of both. 


Among the very newest shoes to be 


| shown for cool weather wear are ox- 
'ford and broad strap effects made of 


tweed fabric,.a cloth similar in design, 


| texture and color to the tweeds that 


many of you women will be selecting 
in dresses. These shoes have tips and 
heels of leather, but the body of the 
shoes is the tweed fabric, waterproofed 
against rain. 

There is quite a controversy among 
stylists at present as to whether you 
will be better costumed wearing an al- 
ligator or lizard shoe with the tweed 
ensemble. This is a matter for the in- 
dividual buyer to decide. 

So much for the group of shoes that 





belong to the class of business or street 


footwear. ee 
To complete the attire for a matinée 


‘|a bridge or a shopping expedition, with 


ithe possibility of remaining in town 


for dinner, there are the so-called in- 
formal afternoon shoes to consider. To 
accompany the very rich wine shades 
that appear in frocks and millinery 
you will find dainty shoes in Burgundy 
kid and suede leathers. The wine 
shades are becoming increasingly pop- 
ular in the larger cities and undoubt- 
edly will be among the principal colors 
in afternoon dress shoes for the entire 
season to come. A newcomer this sea- 
son is a dark green, called “Bottle” 
green, which, like “Midnight” blue and 
Burgundy, appears extremely rich in 
combinations of kid and suede. The 
dark green will, without question, meet 
with fashionable favor, particularly if 
it is trimmed in matched color of dif- 
ferent material. The dark green is par- 
ticularly pleasing when piped with gold 
or silver kid. 

The all black lizard or colored py- 
thon shoe fits well into a group of af- 
ternoon shoes, and, for that matter, so 
does brown lizard, combined with 
brown suede. Black and brown suede 
likewise are smart afternoon leathers 
and may be trimmed with any one of 
a half dozen suitable leathers. Black 
patent leather for afternoon, in a vlain 
opera pump with cut steel buckle is one 
of the smart shoes for the tailored wo- 
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man. I cannot emphasize too strongly 
the vogue that these simple pumps, 


trimmed with ornaments of every vari- 


ety, will enjoy. 

As the season advances there will 
appear many smart creations of black 
satin, moire satin and satin brocades 
for formal afternoon and dinner wear. 
You have doubtless already seen and 
admired the crépe de chine shoes, which 
first were introduced for evening wear. 
Special crépe de chines have been made 
for shoe purposes, but materials of 
this nature are not expected to give 
the wearing satisfaction that is usually 
expected in footwear. Black crépe, 
wine crépe or blue crépe, suitably 
trimmed with high luster leathers, are 
very beautiful, and leading stores in 
cities like New York and Chicago are 
selling them for formal afternoon and 
evening wear. 

For evening wear we shall see less 
this season, perhaps, of the all-over 
gold and silver slipper than in past 
years. Gold and silver kid are always 
fashionable, but there are many charm- 
ing ideas that have caught feminine 
fancy and will likely hold for the com- 
ing season. First, to accommodate the 


fashion of evening slipper to match the 
gown, shoe merchants have ready 
white crépe de chine and white satin 





slippers, to tint in any color desired | 
by the customer. Black is an impor- 
tant color for evening wear; black | 
gowns being shown in laces, satins and 
taffetas, so that you will also be quite | 
smart in wearing a black crépe de} 


| 


| 


chine or black satin shoe, trimmed with | 


silver kid, with your black gown. Vel- 
vet, in high colors, will figure, to some 
extent, in the evening ensemble. Fig- 
ured velvet for afternoon wear is lib- 
erally shown and high colors in 
brocades for evening are very striking, 


when combined with metallic leather | 


and rhinestones. 

Too much cannot be said of the 
beautifuly designed shoes that will be 
shown and worn this season. I am 
sorry that in the brief period allotted 
to me it has been possible only to pre- 


sent a hurried outline of the new shoes | 


and not any detailed descriptions of 


the fetching creations that the leading | 
stores in New York State will show to | 


you. More and more each season. shoes 
are becoming most important units in 
the entire costume. No longer does 
any smart woman select a shoe as just 
something neat and serviceable to wear. 
She chooses a shoe that sets off the par- | 
ticular costume she is wearing, and for 
each ensemble. the fashionable woman 
has a different choice of shoe. 





Black in Low Prices, 
Brown in Higher 


SAN FRANCISCO, CAL. (UTPS)—M. 
C. Kidd, manager of the shoe depart- 
ment at Samuel’s, 875 Market Street, 
gives the following pointers in connec- 
tion with the fall trade prospects from 
both class and seasonal angles: 

In the “less than ten dollars” wom- 
en’s shoes class, he ranges the colors, 
in the order of their popularity, as 
black, blue, and brown, with black by 
far the leader. 

In the higher priced women’s shoes, 
the browns in the colors, and the rep- 
tiles in the materials, are placed at the 
top. 

Just now, Mr. Kidd finds, the plain, 
ordinary pumps lead in the medium- 
priced class, with one-eyelet ties a 
close second, because San Francisco’s 
“mild weather” season is preeminently 
in September. 

From 30 to 60 days from now, how- 
over, Mr. Kidd expects the oxfords to 
precede the one-eyelet ties in popu- 
larity, due to the more inclement 
weather that probably will prevail at 
that time, and he will then feature 2a 
lot of the closed-throat oxfords. 





Reduce Lines 


LEXINGTON, Ky. (UTPS)—The shoe 
department of Kaufman Clothing Com- 
pany has discontinued all lines of 
shoes except the J. P. Smith lines for 
men, Acrobat for children and the Hol- 
land for boys. 


Milazzi Changes Job 


Hope, ARK. (UTPS)—Sam Milazzi, 
Jr., formerly connected with the shoe 
department of Patterson’s department 
store, has accepted a similar position 
with L. Schwartz & Co. of Texarkana. 





Big Buckle Pump 
Demand 


Indianapolis, Ind. (UTPS)— 
The weather during the past two 
weeks has been favorable to shoe 
merchants, and fall business has 
opened in full blast. The cool 
weather seems to be the stimu- 
lating factor, and fall footwear 
is moving better than it has in 
years. 

Buckle pumps in ladies’ foot- 
wear are very good, and this 
style of shoe constitutes the bulk 
of the sales. Buckle straps will 
be better than ever, is the pre- 
diction here, and this will be the 
buckle year, especially in brown 
and black footwear. 

Approximately 65 per cent of 
sales on men’s shoes are on tan, 
showing a decided preference for 
the heavy type in Scotch grains. 
Brogueish styles are the best 
sellers even to men of mature 
years. 

















Blacks for Men 


LEXINGTON, Ky. (UTPS)—“‘We no- | 
tice a decided increase in preference 
for black oxfords by men of all 
classes,” said Mr. T. Randolph, 
manager of the shoe department of the 
Graves-Cox men’s furnishing store. 
“Young men prefer the grain leath- 
ers. In the higher grade shoes there 
is quite a tendency to wear the more 
modified shape instead of the balloon 
toe of last season. The custom last is 
increasing in popularity especially 
among mature men.’ 





| 
| 





| Providence Retailers 
Find Fall Trade Good 


PROVIDENCE, R. I. (UTPS) — Shoe 
retailers in this city are pushing their 
new fall shoe line much earlier than 
usual. At a time when summer stocks 
are often being closed out, dealers find 
this year that the public is buying fall 
shoes. 

The F. E. Ballou Company is fea- 
turing “Reptile Week.” Window dis- 
plays are showing “Genuine Alligator, 
Python and Lizard in all wanted 
shades.” 

M. Sentler, manager of the Stylo 
Shoe Store, this city, believes both al- 
ligator and suede shoes will sell ex- 
ceedingly well this fall and winter. He 
believes that alligators may lead first 
but that with the later season, suedes 
will become very popular. In both 
types, he states that browns are by 
far in the lead. 

Window displays in the majority of 
stores featured fall footwear and very 
nearly all showed brown shoes. Dealers 
are pleased with the early date at 
which the fall buying seems to be pop- 
ular. 





New Shoe Stores 
D. & K. Shoe Co. (Dermer & Klay- 


man), 1043 Woodward Ave., Detrcit, 
Mich. 

Bernato, Inc. (Max Cohen, propr.), 6 
West Thirty-seventh St. (just off Fifth 
Ave.), New York City. 

Houser Brothers, North Meridian 
St., Portland, Ind. 

Schoolman & Slotnick (Casey De- 
partment Store), Pawtucket, R. I. 

Endicott-Johnson Corp., 1042 Broad- 
way, Buffalo, N. Y. George Merkling, 
manager. 

George Govern, 208 Walnut Street, 
Kline Building, Harrisburg, Pa., men’s 


| and boys’ store. 


Fashion Bootery, 1325 Washington 
Street, Oakland, Cal., (chain store). 
M. Sigel, manager. 

The Emporium, Long Beach, Cal., 
(new health shoe dept.). L. V. Ray. 
manager. 


The Children’s Bootery, 124 W. 


Broadway, Long Beach, Cal. G. Fos- 
| holdt, manager. 





Carmel Bootery, Santa Monica Bou- 


| levard, West Hollywood, Cal. M. Si- 


mon, proprietor. 


The Bond Shoe Co., 501A Pine Ave- 
nue, Long Beach, Cal. (Store No. 3). 


Ray Bros., 420-424 Pine Avenue, 
Long Beach, Cal. J. H. Ray, general 
manager. 

Menihan Arch-Aid Shop, 48 West 
Forty-seventh Street, New York City. 


Stix, Baer & Fuller Co., St. Louis, 
Mo. (New “Modernette” department, 
“Al” Paully, manager and buyer; Nor- 
man S. Roth, assistant.) 


The Foot-Saver Shops, Inc., 195 Main 
Street, Columbus, Ohio. (Harry B. Za- 
vits, proprietor.) 
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The United Publishers 
Agent in |. 


Its Publications Broadly 
Cover the Following 


Industries and 


Automotive Industries 
Automobile Trade Journal 


g 
Motor World Wholesale 
Operation & Maintenance 
Commercial Car Journal 
Chilton Catalog & Directory 
Automotive Industrial Red Book 


Hardware Age 
Hardware Age Catalog 


The Jewelers’ Circular 


‘ 
The Optical Journal 


The Petroleum Register 
Oil Field Engineering 
Plumbing & Heating 
Sanitary & Heating Engineering 


Boot & Shoe Recorder 
Dry Goods Economist 
Dry Goods Reporter 


The Drygoodsman 
Pacific Coast Merchant 


Distribution & Warehousing 





A single organization, devoting its attention 
to the problems of many different fields, ulti- 
mately finds itself in a position which quali- 
fies it to be of assistance in all of them. 


The United Publishers Corporation is such 
an organization. 


Whatever your problems, it is probable that 
in its wide associations, the U. P. C. has met 
them—or has familiarized itself with a prec- 
edent that will help you solve them. 


In the industries and fields that it serves, the 
U. P. C. stands ready to assist any individual 
or organization. Its resources are for those 
who need them. 


Investigation will prove the sincerity of this 
statement. 
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TRADE BUYERS ... WANT YOUR .. . CON- 
DENSED CATALOG .. . IN THIS “YELLOW BOOK.” 


NO WONDER ... IT’S COMPACT . . . COMPLETE 
. . » STANDARDIZED .. . INDEXED AND FILED. 
WHOLESALERS . . . RETAILERS .. . REPAIR 
SHOPS . . . FLEET OPERATORS . . . EXPORTERS 
+ + + FOREIGN DEALERS .. . (THE ENTIRE 
MARKET) .. . GET IT . . . BUY THROUGH IT. 


IT 18 FIRST . . . AND FUNDAMENTAL .. . IN 
ANY . . . PROPERLY BALANCED . . . NATIONAL 
. . . SALES CAMPAIGN .. . FOR TRADE DIS- 
TRIBUTION . . . AUTOMOTIVE MARKET. 


Have you read . . . booklet . . . ‘‘Your Catalog?’’ 
Sheds new light . . . catalog situation 


CHILTON CLASS JOURNAL CO. 
Publisher 


Chestnut and 56th Streets, Philadelphia, Pa. 
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Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 





Brockton, Mass. 
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WONEST ALL 


50 STYLES IN STOCK 


BMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 
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BOSTONIANS 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 

















‘pumps and sandals. 


| will be shown in early October. 
| lots of popular price bootees have al- 
| ready been made. 
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Order Deluge 
Descends on 
Lynn Plants 





Production at High Rate Fol- 
lowing Vacation Period 


LYNN, Mass.—Somebody stepped on 
the gas last week, for the shops here 


| 


| 


jumped into high ‘speed production. A | 


lot of orders, to be filled at once, came 
in. Some say that buyers held back 
their orders all Summer, partly be- 
cause they were vacationing, partly be- 
cause they were fighting the rising 
prices of leather, and partly because 
they had the traditional doubts about 
the volume of business in a national 
election year. Finally they had to 
buy, because they needed the shoes. 
And necessity is the mother of busi- 
ness, the same as it is of invention. 
Besides, the seasonal change in 
styles is going on. Suedes have taken 
the place of patents as the leading 
leather for better grades of shoes, and 
ties and oxfords are superseding 
3 Fall fashions are 
crowding Summer styles for the stores 
and streets. As the styles change, 
sales gain, but the shoe trade can 
stand a lot more changes in styles 
without getting high blood pressure. 
Tweed step-ins have appeared, as 
well as Betty Wales oxfords of tweed 
(this being a feminine version of the 
Prince of Wales style), and also two 
and three eyelet oxfords and wide 
strap pumps of tweed. New and in- 
teresting is this development of tweed 


| Pole 


| 
| 
| 
| | 


Vaughan Off for South 


| Norman Vaughan, a son of 
George C. Vaughan, leather 
manufacturer, of Peabody, Mass., 
and a member of Vaughan Bros., 

| shoe manufacturers, of Salem, 

| has started on the Byrd expedi- 

| tion to the South Pole as second 
in command of the dog teams. 


Boston Factories Busy 
Making Winter Footwear 


Boston, Mass.—Shoe factories are 
busy on fall and winter orders. New 
business is being booked for spring by 
traveling salesmen who are now out in 
full force after sales conferences, with 
new lasts and patterns for the whole 
family. One of the interesting fea- 
tures of the designing departments is 
the “styling-up” of staples to meet the 
country-wide growing demand _ for 
beautiful footwear. 

A large number of shoe and leather 


| buyers have been in the market during 


the past week, the former suggesting 


| patterns and figuring closely with shoe 


shoes, and a sign of the acceptance of | 


warmer footwear. But it remains to 
be seen just how much volume of busi- 
ness may be built up on the woolen 
shoes. Most of them are _ heavily 
trimmed with leather. The colors show 
black and white, which gives a gray 
effect, and the browns. as well as a few 
blues. 

Some new examples of bootees, in 
grades to retail at $10 a pair and up, 
Case 


The new bootees, of 
the better grade, will cost more money, 
because leather is higher than a year 
ago. Makers hope to have luck enough 
to offer these new boots iust when the 
weather is crisp and frosty enough to 
make them sell. 

A buyer, with a high reputation -for 
choosing stvles right, ordered here 
last week shoes of black and brown 
suedes for first among his volume sell- 
ers. and shoes of patent leather next 
on the list. He bought shoes of blue. 
for he says that blue shoes are now 
staple. He also selected a sprinkling 
of fancy shoes. 


| demand for patent leather. 
| them, 





manufacturers on prices. Competition 
continues, with economies - constantly 
effected by manufacturers, “although,” 
as one maker recently said, “one can- 
not get something for nothing, and 
when one is building a shoe at what he 
has carefully computed as his lowest 
possible figure in a certain grade, he 
cannot take anything away to meet a 
demand for a lower price without de- 
stroying the value of the shoe.” 
Manufacturers, and wholesalers, are 
trying to educate their customers to 
the advisability of teaching the public 
to “grade-up” in their demand at 
higher prices for quality merchandise. 
Manufacturers of women’s shoes in 
medium grades report an increasing 
Buyers tell 
say the manufacturers, that 
when a woman cannot get just the 


shade of brown, or some other color 
she wants, she says, “Well, give me 
patent leather.” Buyers of patent 


leather also tell manufacturers that 
patent leather is still the first choice 
with women customers. 

The demand for reptile leathers con- 
tinues strong; brown and black suede 
also continues as a favorite, with an 
active demand for blue, green and 
wine suede. Blue leads in kid leathers. 
Black calf in men’s weights outsells 
colors. In fabrics, printed and plain 
velvets, silk reps and silk crepes, with 
some tweeds are among the shoes on 
order for immediate delivery. 
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Shoeman in Miracle 
Worker Class 


The tactful approach plus driv- 
ing propensities and ability to 
tollow tnarough required by to- 
day's successtul shoemen are the 
identical qualities which enabled 
R. E. Henry of Chicago’s shoe 
trade to join the “Hole in One” 
Club last month while vacation- 
ing near Brainerd, Minn. 

As manager of the Dearborn 


Street store of The French, 
Shriner & Urner Co., naturally 
“Bob” Henry’s commercial in- 


stinct prompts him to attribute 
his ‘‘wunnerful one” to his “Twin 
Grip” golf shoes. But “Bob” 
Nichols tells it differently. Mr. 
Nichols was Mr. Henry’s contes- 
tant on the Gull Lake Golf Course 
when the impossible happened. 
While “Nic” has made for him- 
self a place in the country’s fi- 
nancial “Who’s Who” selling 
Cadillacs, La Salles and Pontiacs 
up in the country nigh onto “The 
Blue Goose,” still he hasn’t been 
away from the shoe-selling game 
so long that his many friends in 
the Central West have forgotten 
the real buys he used to hand 
them in the “Rickard” beauties. 

And “Nic” says as how “Bob” 
Henry made that hole in one by 
reason of his individual instruc- 
tion wherein enter such requi- 
sites as caution at the curves, 
watching the road, and regular 
lubrication, principally the latter. 











Canadian Manufacturer 
Visits Boston 


PERTH, ONT.—E. M. Sabiston, secre- 
tary-treasurer of the Perth Shoe Co., 
Ltd., of this city, made a recent trip to 
the New York and Boston markets to 
buy leather, and to study 
shoe style, as well as shoe buying and 
selling. Mr. Sabiston visits these mar- 
kets about twelve times a year in the 
interests of his house, which makes 
women’s McKay shoes at _ popular 
prices. Mr. Sabiston says that as the 
Canadian public wishes the same shoe 
fashions as the American public wears, 
the Perth Shoe Co., making for the de- 
mand, is turning out shoes of brown 
and black suede, green suede, and shoes 
of blue and wine-colored leathers. 





25 Cases to Austria 


East BRIDGEWATER, Mass.—The first 
shipment of what is expected to be a 
heavy consignment of shoes to Ger- 
many and Austria was made last week 
by the Field Bros. Shoe Co., the goods 
being sent to Bernard Esseneld, whose 
headquarters are in Vienna, Austria. 

There were 25 cases of 144 pairs 
each of men’s high grade welts. The 
shoes were taken to Boston by truck 
and put aboard a steamer. The an- 


nouncement is important in this cen- 
ter, marking as it does the invasion of 
the foreign field by still another local 
manufacturer. 
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Increased ieee 
from Cincinnati Plants 


CINCINNATI, OHIO.— Reports from 
leading manufacturers indicate that 
the shoe business is in a very healthy 
condition and shipments from local 
factories for the six-week period end- 
ing Sept. 15 were heavier than they 
have been for the same period since 
1925, and it is believed that shipments 
for the entire season will break all rec- 
ords. 

Manufacturers have been very busy 
for the past three months and, judging 
from the volume of orders that came 
in the first half of September, they will 
have no cause to be idle for some time. 
Most shops have enough cutting on 
hand at present to run them into Oc- 
tober, and one or two makers of pop- 
ular priced footwear, selling princi- 
pally to jobbers, are sold up to Nov. 15. 

Everything with snap is getting 
plenty of attention, and even though 
some buyers are shopping for their 
requirements, style comes first with 
price secondary. More styles are be- 
ing shown than ever before, this fact 
being evidenced by the number of addi- 
tional shelves manufacturers have been 
forced to place in show rooms for dis- 
play purposes. 

Some sales managers called their 
men in off the road the latter part of 
August, and they returned to terri- 
tories with new samples after Labor 
Day. The next ten days saw a nice 
volume of orders come in on the new 
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line, and these indicate that black pat- | 


ent, more especially the popular-priced 
grade, continues to hold the lead it at- 
tained early in the season. 

Suede continues a favorite, with one 
firm reporting 30 per cent of produc- 
tion on this material in brown, black 
and blue and a little green. Orders 
for green “suede, however, are very 
few, but a nice volume of orders are 
coming in for brown and black, with 
blue increasingly popular. A _ nice 
business is being done on lizard and 
alligator is fair. 


Apt Using Textile Mill 


MANCHESTER, N. H.—Fifty thousand | 


square feet of floor space in the Amos- 
keag Weave Mill, this city, is now be- 
ing utilized by the E. R. Apt Shoe 
Co. of Exeter, for the production 
of women’s novelty McKays. Daily 
output is shortly expected to reach 
2000 pairs. Approximately 300 shoe- 
workers are to be employed by the 
company when under full production. 
Facilities are available for increasing 
production as high as 4000 pairs and 


with the present popularity of the Apt | 


line this expansion seems probable at 
an early date. 


McKay Factory Busy 


MANCHESTER, N. H.—The Charles H. 
Cobb Shoe Co., makers of women’s, 
misses’ and children’s McKays, is now 
operating at capacity. The plant re- 
cently sustained damage by fire, but 
operations have been restored to nor- 
mal and the new lines are going | 
through | the factory smoothly. 
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WHERE TO BUY 


Women’s Novelties 








In Stock $3 to $6 
sellers 


New Polka 
Dot Silk!! 
Latest sensation in 


ladies’ novelty foot- 
Send for 





wear. 

circular. 

Samuel Cohen 
Shoe Co. 

72 Lincoin St., Boston, Mass. 
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WHERE TO BUY 
Shoe Buckles &@ Fabrics 











Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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WHERE TO BUY 
Children’s Shoes 











“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 

Boston Office: Statler Bldg., Room 532 
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WHERE TO BUY 
Ballet Slippers 












attended 
ROTH & ROSSNBERG SHOE CO. 
124 N. St., deiphia 











Brooks’ Toe Slippers 


In Stock 
Women Misses Children 
618 Black Kid....$2.80 $2.75 $2.70 
3.10 3.05 


608 Pink Satin... 3.15 > 
Coast Prices Slightly Higher 
BROOKS SHOE MFG. CO. 
Philadelphia—1725 No. 6th St. 
Los Angeles—1162 So. Hill St. 











Im Stock Black Bal- 
let Slippers 
Ladiew $1.25 pr. 
Misses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INO. 
147 Duane st., 
New York, N. Y. 














BALLET SLIPPERS—IN STOCK 

of the unusual kind 

Bidz Bik. Kid Hand Tura 
Soft Toe 


@Child’s 6 to 11—$1.35 

Misses 11% to 2— 1.40 

Women’s 2% to8— 1.45 
Also Hard Toes 
RDER, Inc. 







SCHWARTZ & 


HE 
Specialists in Ballet Manufacture 
241 No. 11th St., Philadelphia, Pa. 























Production Reaches New 
Peak in Manchester, N. H. 


Several New Factories Opened in 
Recent Months 


MANCHESTER, N. H.—The local shoe 
industry, which during the past year 
has been augmented by several large 
manufacturing establishments, is now 
attaining the greatest volume of pro- 
duction in its history. The daily out- 
put of the “Queen City’s” shoe plants 
is now estimated at 30,000 pairs. The 
Ayer & Williams Shoe Co. and the 
E. R. Apt Shoe Co., which have come 








to this city during the past year, rep- | 
resent a combined daily output of over | 


5000 pairs, and are regarded as inval- 
uable additions to the industry. The 
F. M. Hoyt Shoe Co., a long-estab- 
lished firm in this city, 
5000 pairs daily and is sold far ahead 
into the late Fall. 

The present run of business which 
began early in July has shown no 
signs of general abatement. There is 
some fluctuation in business owing to 
factory conditions or delay in receipt 
of materials, but generally the plants 
are proceeding smoothly and meeting 
delivery dates satisfactorily. 

In the women’s lines, the plants are 
turning out many novelties in the 
cheap and medium grades. Strap and 
oxford, as well as tie patterns predom- 
inate. Browns have shown conspicu- 
ously up until recently, but blacks are 
now more noticeable. 

Retail conditions are reported good, 
merchants calling persistently for Oc- 
tober 1 deliveries, indicating good 
clearance of their stocks. 





Whalen with Fields 


BROCKTON, Mass.—John J. Whalen, 
one of the most popular shoe salesmen 
in the Old Colony district, who has 
traveled for years through the Penn- 
sylvania district, and former president 
of the Pennsylvania Shoe Travelers’ 
Association, has joined the sales force 
of the Field Bros. Shoe Co. of East 
Bridgewater, and left on his first trip 
Sept. 15. He will cover Pennsylvania, 
Maryland, Washington and West Vir- 
ginia. 


Shoe School Starts 


LYNN, Mass.—The Lynn Shoe School 
started in early September with an 
enrollment of 60 students for its day 
classes, and a waiting list. It is now 
receiving applications for its night 
classes, which will start in early Oc- 
tober. The day classes are for boys 
who are to take a course of two to four 
years in the theory and practice of 
shoemaking. The night classes are for 
shoemakers who wish special instruc- 
tions in various branches of their craft. 








Watts Joins Kaufman Co. 


LEXINGTON, Ky. (UTPS)—W. G. 
Watts, formerly with the Edwin Baker 
Shoe Store of West Palm Beach, Fila., 
has joined the shoe department of the 
Kaufman Clothing Company. 





is making | 








New Producing Firm 


SoutH BRAINTREE, MAss.—A new 
shoe manufacturing concern organized 
under the name of the James Cotter 
Shoe Co., has started business here, 
beginning with an output of 10 cases a 
day with expectations of increasing to 
25 cases within three months. The 
plant is turning out only women’s 
shoes of the McKay process type. The 
concern is the second to begin manu- 


| facture of women’s shoes in the for- 


mer famous men’s center in a short 
time. 


Brown Shoe Reports 


Gain in Shipments 


St. Louis, Mo.—Brown Shoe Com- 
pany showed a gain in shipments for 
August of $70,000 over the same period 
of a year ago. This is the tenth con- 
secutive monthly gain made this fiscal 
year, the figure for the period being 
$2,250,000. The month of August in 
all shoe houses in 1927 showed tre- 
mendous shipments, and the increase 
during the same month of this year re- 
quired unusual effort on the part of the 
selling force. 


New Leather Grains 


PEABODY, Mass.—Tarlow Bros. are 
embossing Lido grains on leather; also 
some new morocco grains. These 
leathers are to be used in new style 
shoes. They also are making dragon 
leather, in brilliant hues, as well as 
blacks, to be used for collars on 
bootees. Business in lizard and _alli- 
gator grains is holding up strongly, 
and there has been some increase on 
alligator grains because of the fashion 
of alligator shoes for men. 


G. S. Coulter Dead 


Houston, Tex. (UTPS)—Garvin S. 
Coulter, Sr., traveling salesman for 
the W. H. Lampe Shoe Company of 
St. Louis, died in New Orleans, La., 
Sept. 5. Mr. Coulter’s home was in 
Houston, having lived here for the 
past sixteen years. He formerly lived 
in Collins, Miss. 

Mr. Coulter is survived by his wife 
and son, Garvin, Jr., both of Houston. 
He was a member of the Fraternal Or- 
der of Eagles of Houston. 





Morris Bros. Selling 
Preferred Stock Issue 


Quincy, ItL.—Morris Brothers Shoe 
Co. of this city, manufacturers of men’s 
welt shoes, is offering the public an is- 
sue of preferred stock bearing 7 per 
cent interest, and carrying a convert- 
ible feature, whereby the preferred 
stock is exchangeable for the common. 
This financial expansion resulted from 
the change in business policy by the 
Quincy concern, which now markets its 
factory product direct to the retail 
trade instead of through wholesale dis- 
tributors. 
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Single Pair Problem 


The Reason Why Some Manufacturers Refuse to Ship 
Orders of This Size 


Hew for can a factory go in single 
pair service? Should a factory 
in-stock department consider itself a 
national warehouse for shoes sold on a 
retail basis? What is the inevitable 
answer when single pairs (which auto- 
matically take as much shipping detail 
as a case order) develop a situation 
whereby the cost of service is greater 
than the single pair business deserves. 

We have asked the W. B. Coon Co. 
of Rochester, N. Y., to explain their 
refusal to fill single pair orders sent 
in response to requests. Several mer- 
chants have queried the RECORDER as 
to single pair service by this com- 
pany. The W. B. Coon Co. answer us 
as follows: 

“This company is selling an _ idea. 
The idea is through the medium of 
Wilbur Coon shoes, the individual re- 


| 
| 
| 
| 


| 
| 
| 
| 


tailer can build a business on a fitting | 


service and eventually establish him- 
self as the leading shoe fitter of his 
community. 

“To give him the best of tools to 
work with, we devote a lot of time and 
money to perfecting the fit of our 
lasts and patterns, invest considerable 
capital in a stock and unusually wide 
range of sizes and widths and in addi- 


cannot be fitted right unless they are | 


earried right. Experience has shown 


that the consumer is seldom fitted sat- | 


isfactorily, when the dealer operates on 
a single pair basis. 

“Lasts vary, shoemaking varies and 
no two makes fit alike. Not having a 


basic stock of Wilbur Coon shoes to | 
work with, how can a dealer know that | 


the 6 AA he is ordering is going to fit 


properly the foot for which it is or- | 


dered? 
“Let’s assume that the pair shipped 


doesn’t fit just right. What’s the re- | 


sult? If the pair is a near fit, the wo- 


man sometimes takes it anyway. If it | 
is a very poor fit, she refuses it, and | 
the dealer is left with an odd pair of | 
shoes, or we are asked to relieve him | 


of the pair. 


“Often we receive single pair orders 
from stores in towns of less than 500 | 
Our experience tells us | 


population. 
that there is no possibility of this store 
carrying our shoes in the necessary 


ranges of sizes. The outlet is too lim- | 


ited. Isn’t it good business to refuse 
to start this dealer? 
“Understand, please, that what we 


| are selling is “fit,” first, last and all 
| the time. Are we justified in taking 


tion spend thousands of dollars in na- | 


tional magazines to tell a woman that 


Wilbur Coons shoes will fit her as well | 
| minded retailer will agree with us if 


or better than anything she has worn 
before. 
“Now it is a known fact that shoes 


He Holds a Real Slipper 


One of the newest display backgrounds 
devised by a slipper manufacturing or- 
ganization and now being distributed to 
dealers, by a clever arrangement of 
cutout work above the hand, allows an 
actual slipper to be inserted, giving a 
more lifelike effect to the whole set-up 


whatever measures are necessary to 
insure that our shoes are fitted right? 
“We think so, and every broad 


he considers the question from all 


| angles.” 


‘ Blue a Leading Color 


In Arkansas Shops | 


Fort SMITH, ARK. (UTPS)—Tem- 
peratures 10 to 15 degrees below nor- 
mal the last week have stimulated con- 


| siderably the sale of fall shoes, dealers 
| report. . The fall movement has got 





under way on a big scale now. 

While black is called for by the more 
conservative, midnight blue is attaining 
volume and leads all other novelty 
colors in a way that indicates it may 
be the outstanding color this fall. 
Medium heels are favorites, and the 
demand is much heavier for them this 


season than the same period last year. | 


Calls are beginning to come in for 
blue, black and brown suede, for vel- 
vet, and for crepe satins. The steady 
business at the present, however, is in 
midnight blue kid, both high and me- 
dium heel, black patent pumps and 
straps, and brown kids. Brown kids 
trimmed in velvet are good sellers. 


Shoe Romance 


LEXINGTON, Ky. (UTPS)—The en- 
gagement of Miss Gladys Haverly, 
cashier at the Kinney shoe store, to 
Charles Bailey, assistant manager at 
Miller’s, has been announced. The 
wedding will take place some time in 
December. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


i i ein ei edi ei ein 





Turn Mules and D’Orsays 
| Red, Blue, Green Kid and Patent D'Orsays 
. $2.85. Mules $2.50. 

Satin linings to match. 

Padded satin socks. 
Men's Turn Slippers $2.35. 

THE RAYMOND FOOTWEAR CO. 
Haverhill, Mass. 








Greatest Value 
Vici Kid Turn 
$1.65, & wide, 3 
to 9. Send for 
samples and we 
will prove it. 


WM. SUMNER SMITH 
325 W. Monrese, Chicago 











75 Front St. 
B 


a 





PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Catalog 
sent on 
request 


HIGH GRADE TURN MULES and D’ORSAYS 








Two Strap Sandal 
“Hand Turned” 
In Stock 
C to E—2'-9 
No. 3-2 at $2.35 
MORAN-HERMANN- 


McMANUS, INC. 
Auburn, Maine 














DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 
Slipper Supplies 








POMPOMS AND ROSETTES 
The right merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 





693 Broadway New York City 











WHERE TO BUY 


Bowling Shoes 


lea 














IN-STOCK 
Smoked Elk 
$3.25 
BROOKS 


SHOE MFG. CO. 
Philadelphia, Pa. 


1726 Neo. 6th 


St., 








WHERE TO BUY 
Standard Shoe Matertals 








est Virginia 


Exacting standards of manufacture 
produce Uniform Quality. 
Pulp Product Department 
West Virginia Pulp& Paper‘ Company 
Detroit New York Chicago 








Colored 
Chrome 
Sides 


Begos & Cobb. Inc., 
Boston, Mass. 











The One 
Waterproof 
Leather That 
Takes and Re- 


tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston, Mass. 

















Tanners Meet Oct. 24-25 


New York. N Y—The Tanners 


’ 


Council of America will hold its an- 
nual meeting at the Edgewater Beach 
Hotel, 
Thursday, Oct. 24 and 25. 


Chicago, on Wednesday and 














St. Louis Wholesale Trade 


Shows Big Increase 


St. Louis, Mo.—There was optimism 
in the report of the Eighth District 
Federal Reserve Bank on general busi- 
ness conditions throughout this terri- 
tory. The review just issued speaks of 
moderate improvement in business as a 
whole, and increasing confidence in 
prospects for trade and industry dur- 
ing the coming Autumn and Winter, 
from various lines covering activities 
in the district during the past thirty 
days. 

Results obtained in the iron and steel 
district were better than expected both 


| in point of production as well as dis- 


tribution. Improved crop _ prospects 
served to stimulate the movement of 
merchandise through both retail and 
wholesale channels. That part of the 
report referring to shoes had the fol- 
lowing to say: 

“July sales of the five reporting in- 
terests were 12.8 per cent smaller than 
for the same month in 1927, and 62.0 


| per cent larger than the June total this 


BOWLING SHOES 


year. Stocks on August 1 were 10.2 
per cent larger than a month earlier, 
and 33.2 per cent greater than those 
cn August 1, 1927. 

“The heavy gain shown in month-to- 
month sales comparison is due largely 
to seasonal considerations, but is some- 
what larger than the average for the 
past several years. There were no 
price changes as contrasted with the 
preceding thirty days, but the trend 
continues firm. Orders sent in by road 
salesmen since the first of this month 
are reported in satisfactory volume. 
Factory operations were maintained at 
about the same rate as the preceding 
month.” 


New Offices for the 


Retailers Insurance Co. 


CHICAGO, ILL.— The Lumbermen’s 




















WHERE TO BUY 


Store Fixtures 


ose 








HAVE YOU A COPY OF THE 
NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 
. INSTALLATIONS 


GOODWIN & t COL ete 
Worce 1 


and STORI 


( I 








A Famous Store Quits 


Boston—On Nov. 1, John Fischer, 
proprietor of the Henry H. Tuttle 
Company, one of the oldest retail shoe 
stores in the country (1835-1928), will 
turn the key in the shop door at 159 
Tremont Street, for the last time, and 
will tour Europe. “Having been in 
business for 24 years,” said Mr. 
Fischer recently, “I have decided that 
it is high time for me to play a bit. 
I have sold my lease. The name of 
the Henry H. Tuttle Co. and 25,000 


| charge customers, are still for sale, but 


| en’s shoes. 


I am going to travel and enjoy myself.”’ 

A big sale, duly announced in all of 
the leading local papers, in advertis- 
ing and reading space, was inaugu- 
rated on Monday morning, Sept. 17, at 
8.30 o’clock, with a large number of 
people waiting to get into the store 
half an hour before opening time. 
Shoes of snakeskins that formerly sold 
for $30 were disposed of at $18; prices 
ranged as low as $8 the pair on wom- 
Not only a crowd of women, 


| but men, also blocked the aisles, wait- 
| ing to be fitted to their favorite shoes 


at a bargain. On Sept. 22, the hosiery 


| stock was marked down, giving to cus- 


Mutual Casualty Company has closed | 
a long-term lease on extensive space | 


in the eight-story building at the south- 
west corner of Sheridan Road and 
Lawrence Avenue, Chicago, and with 
associate companies, including the Na- 
tional Retailers Mutual Life Insurance 
Company, all under the management 
of James S. Kemper, will, on Nov. 1, 
occupy, to begin with, the top three 
floors comprising over 50,000 sq. ft. 
The building will be known as the 
Mutual Insurance Building. This is 
the largest building in uptown Chi- 
cago and one of the largest and finest 
office buildings north of the river. Chi- 
cago downtown branch offices of Kem- 
per Insurance in the Federal Reserve 
Bank Building and in the Builders 
Building will be maintained as at 
present. 

The new location is two blocks north 
of the offices from 4600 to 4642 Sheri- 
dan Road, occupied by Kemper Insur- 
ance since its removal from the Loop 
to the uptown Chicago district in 1920. 
The Kemper fleet of insurance com- 
panies was one of the first large busi- 
ness institutions in Chicago to locate 
on the far north side near the resi- 
dences of its employees. Over half of 
the Kemper Insurance staff, now num- 
bering 350 employees, live ‘within two 


| miles of the new offices. 





tomers a dollar saving on the various 
grades. No credits were allowed, and 
all sales were final. Orders for cus- 
tom-made shoes are to be —— until 
closing time. 


A 93-Year Old House 


The Henry H. Tuttle Company -was 
founded in 1835 by the late Henry H. 
Tuttle, and first commenced business 
in Tremont Row, the then fashionable 
section of Boston. In 1870, it moved 
to Washington Street, opposite the Old 
South Meeting House. Its next loca- 
tion was at Winter and Washington 
Streets, and it was there that Mr. 
Fischer joined the concern. In 1906, 
Mr. Fischer moved the business to 
what was then considered the best 
high-grade retail shoe store section in 
Boston—namely, Tremont Street. Mr. 
Fischer acquired control of the stock, 
and for years has been the chief direct- 
ing force behind the concern. Mr. 
Fischer furthermore stated that the 
list of the concern’s customers is not 
confined to Boston and its environs, as 
shoes are also shipped to India, Africa, 
South America, and to other parts of 
the world. Among Mr. Fischer’s fa- 
mous men customers were the “Roose- 
velt boys,” as he calls them, who were 
customers of this store when they at- 
tended Harvard; Secretary Hay was 
also a customer. 
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LYONS Quality Line 


Lyons Hose Protector 


Prevents shoes slipping— 
heel blisters— 
wear on hose 


Holds the shoe comfortably tight to the heel, elimi- 
nating side gaps amd slipping. Customers value the 
added comfort and saving in hosiery. An extremely 
profitable article for any dealer. 

Dealers’ Prices: Medium Size, $1.60 Dozen; $2.40 
Card. Discount 5% ™% Gross—19% One Gross. 


Comes 1% dozen pairs to a card. Also individual 
Cartons. Retails at 25c. per pair. 


STOP RUN-OVER HEELS 


Bi. 


Lyons Heel Strait Pads 
will make them. 


look like this. 


AE 


Dealers’ Price $2 Per Dozen Pairs 
Three Sizes—Large, Medium, Small 


Lyons FaramountSavilose 


Eliminates slipping— 
prevents blisters— 
stops wear on hose 


Kor those who like a snug fit on the side of the heel. 
Especially useful where shoes are a trifle loose. Full 
rounded corners—a cut-away for base of heel. 

Dealers’ Price $1.75 per Doz. Discount 5% on % 


Gross; 10% on one Gross. 


Comes 1 dozen pairs to a card. Retails for 25e. per 


Lhe Lyons 
P+. ry 


Relieve Aching Feet 
Regular Plain 


a 


DEALERS’ PRICE 

Either Size 
$3.50 Doz. Pair —— 

One pair to a carton DEALERS’ PRICE 
Small P lain $2.5 
Med 

| Large os 

One pair to a carton 


Made of a soft sponge material these pads have no 


equal for corrective purposes. Now being universally 
used. 


Every Dealer Should Carry These 





Lyons Hose Protector Co. 








Omaha, Neb., U. S. A. 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


























SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











SALESMEN WANTED 


IN STOCK 


Infant, Child, Misses, Growing Girls 
Goodyear Welts 
On Commission Basis 
Can be carried with non-conflicting line 


Address D-710, care Boot & Shoe Recorder, 
80 Federal St., Boston, Mass. 








SALESMEN WANTED 


To handle Growing Girls’, Misses’ and Child’s Goodyear Welts. 


Twelve Pair Lots, Commission Only. 
Good territories open. 


A. N. WOLF SHOE COMPANY, DENVER, PA. 





These Men’s Welts Will Sell 
Fast in Michigan and 
Indiana!! 


A real salesman can find money making 
proposition in this line of Fast Sellers; 
styled by the foremost authority in men’s 
shoes in the country; featured for several 
years by many best merchants. A won- 
derfully fast growing in-stock business 
with over sixty styles on the floor. Send 
full particulars to D-708, care of 
Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 


SALESMAN for Southeastern Ohio. Must 
reside on territory and travel by auto. Chil- 
dren’s and Women’s Welts, McKays and 
Stitchdowns, ioe o stock department. Com- 
mission bas D-697, care Boot and 
Shoe i 80 Federal St., Boston, Mass. 





WE are Gasicows of securing the services of 
four high grade salesmen that have had 
nies. > selling Women’s Novelty Shoes 
to retail at $6.00 a pair in the fo! egwene, sores 
tories: The State of Ohio, Middle West, Pacific 
Coast, and a resentative in the South. The 
line is one of strongest lines of $6.00 sell- 
ers that is offered to the trade today. Kindly 
write us fully stating lines now carried, terri- 


tory covered and references. Address D-698, 


care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 











AN OPPORTUNITY TO 
INCREASE YOUR 
EARNINGS 


Long established firm, of strong 
financial standing, wants men with 
established trade to handle side 
line of babies first steps. 10% 
commission. Will not consider any 
but top grade men selling top 
grade accounts. Reference from 
your main house absolutely re- 
quired. Address D-693, care Boot 
and Shoe Recorder, 239 W. 39th 
St., New York City, N. Y. 








There Is a Good Opportunity 


in 
Virginia and West Virginia 
and 
Kentucky and Tennessee 
to sell our shoes for a man knowing 
the retailers of that territory. 


Goodwill Shoes 














SALESMEN WANTED 
who have established conuection of 
ny Hy with known adult lines wanted 


grade 
children’s welts as a side line for the follow- 
territory: New York West of ~~ 
Pennsylvania, Ohio, Mlinois middle west. 
Short line, established proposition, widening 
its selling field. 
DURKEE SHOE CO. 
Stoneham, Mass. 














SIDE LINE salesmen wanted for the follow- 
ing states: North and South Dakota, Ne- 
braska, Kansas, Oklahoma, Alabama, Missis- 
sippi and Tennessee. Our line represents large 
designs of shoe buckles and spats. Applicants 
must submit goo with their first letter. 
Address D-672, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 





SALESMEN WANTED—We have very de- 
sirable territory open for experienced sales- 
men to carry our well known line of soft soles, 
turns and stitchdowns. Liberal commissions 
paid. A wonderful opportunity for real pro- 
ducers with established “a }. J. MacMaster, 
89 Allen St., Rochester, N 





WANT salesmen with established trade for 


Ohio, Western Pennsylvania, Michigan, 
Indiana, Kansas and Colorado. High Grade 
Stitch-Downs Infants to Misses. High Grade 
Turns Infants to Grqwing Girls. Covered 
[| All Widths. Best sellers in stock. An 

ially attractive commission proposition. 

ZULICK 


Give main line as reference. J. S. 
& CO., Orwigsburg, Pa. 








SALESMAN for Central and Northwestern 
Pennsylvania. Must reside on territory and 
travel by auto. Children’s and Women’s Welts, 
McKays and Stitchdowns. Large stock depart- 
ment. Commission basis. hanes D-686, sore 
Boot and Shoe Recorder, 80 Federal St., Bos 

ton, Mass. 





SALESMEN WANTED—For Texas, Okla- 
homa, Arkansas, Louisiana, Mississippi, Ala- 
bama, Georgia and Florida to sell the fastest 
sellin a of medium priced in stock McKay 
Novelty S Priced to be sold to the volume 
trade. Applicant must have experience. 
Six per cent cgmmission, payable every fifteen 
ys. No advances. erences with first 
letter. Bermes & Gordon, Inc., 138 Chartres 
St., New Orleans, La. 





WANTED Salesmen by ,Eastern factory mak- 
ing popular priced men’s shoes. Full settle- 
ments monthly. Inquiries confidential. Ad- 
dress D-702, care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 





SALESMEN—One of Brockton’s outstanding 
lines of young men’s $6 and $7 retailers is 
now open for representation in the Middle West. 
West, South and Southwest. Write for particu- 
lars. Address D-701, care Boot and Shoe Re- 
corder, 80 Federal St., Boston, Mass. 





E have the States of Ohio and Indiana open 

for a real salesman to sell our high grade 
misses’ and children’s welts. An attractive com- 
mission proposition. No objections to non-con- 
flicting lines. Apply to Cleyborn Shoe Company, 
Millersburg, Pa. 
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SALESMEN WANTED POSITION WANTED FOR RENT 











Resident Salesmen POSITION WANTED NEW YORK OFFICE FOR RENT 


calling on department store and better Young man of 28 years, with nine Will sublet New York office for balance of 
retail trade for Atlanta, New Orleans, years’ experience as assistant buyer term which expires May 1, 1929. Office in 
— = Chicago, ~~ —— = of women’s popular-priced shoes, excellent location. Equipped with shoe cases. 
ge He preg a me Mm —" une open for retail store executive Equipment movable Rent reasonable. Ad- 
position. Best references. Reply dress D-704, care Boot and Shoe Recorder, 80 

Regent Shoe Corp., 627 Broad- to D-691, Boot and Shoe Recorder, teh Sites eaten Se 
way, New York City, N. Y. 80 Federal St., Boston, Mass. ‘ Sapeiaa aM cic ame 





























SALESMEN to carry .~ line of ce GGRESSIVE o& :; - - 
d cut steel buckles. Neat compact case. : = shoe salesman, 31 years old, 
wataiae. 12%% commission. References in A with successful 10-year record selling Chi- WANTED TO PURCHASE 
first letter. The Philgold Company, 236 West cago trade for one concern, is open for new 
55th St., New York City, N. y line of children’s and women’s shoes. If your 
proposition is right, will be glad to hear from = 
you. Details cheerfully furnished on request. To Be Sure Tuat You Recetve 
IOE SALESMEN WANTED: We_ have Address D-699, care Boot and Shoe Recorder, THE VERY HIGHEST PRICES 


I 
S some open territory for men acquainted with 189 W. Madison St., Chicago, II. 
for your retail odds and ends, entire or 


dealers to sell popular priced arch support shoes 

on straight commission basis. This line is the surplus stocks, ask.us for our bid (estab- 
strongest in its field and seetionnt must — lished 40 years). Cash transactions. 
establis trade and come highly recommended. 

Address D-711 care Boot & Shoe Recorder, 80 BUYER i New York Export PURCHASING Corp. 
Federal St., Boston, Mass. POPULAR PRICED SHOES 596 Broadway, N. Y. City 



































Young man, age 28, six years with Stewart's, 
Philadelphia. Can take over a sick depart- 
ment, lower stocks, get faster turnover, in- 
EXPERIENCED SALESMEN WANTED to qoaee, wea. — ond = ~~ a —_ 
a , 73” e! own in Boston and New York markets. 

ore © Sie S Mae was Oe pon hay Unquestionable references. ©. S. Naylor, 827 HIGHEST CASH PRICES 
the following states: Indiana, Tennessee, Iowa, North 22nd St., Philadelphia, Pa. PAID 

Kentucky, Kansas and Arkansas. Give refer- 
ences and experience in first letter. Applica- for shoe stocks, slow sellers, etc. Shert term 
tions will be held confidentially. Address leases taken over. Transactions confidential. 
D-707, care Boot and Shoe Recorder, 80 Fed- Est. 1890. 

MAX GLAUBERG 


oa see BUSINESS OPPORTUNITY 54 Lispenard St., New York City 


Canal 8014 















































FOR Northern Texas—High grade experienced 
Shoe Salesman with established business in CAN HAVE A BUSINESS PRO- 
territory to = = line rd popular FESSION OF YOUR OWN and earn big 
ri t ‘ ral commission. 

priess caumaie te big corning. Address po ge ED de a a MERCHANTS’ NEEDS 
1D-703, care Boot and Shoe Recorder, 80 Federal one at home in'a few weeks. Easy terms 
St., Boston, Mass. for training; openings everywhere with 
all the trade you can attend to. No capi- 
ue S ‘oods £ buy; no quer or ; 
‘ so ng. ress ephenson ra- 

WANTED tory, 21 Back Bay, Boston, Mass. , Milbradt 


Salesmen to handle Men’s and Boys’ Medium = — 

Priced Welts for the following territories: =. - - 

Maer "North and. South, Dakola, Idaho; Dela- HOE LOCATIONS WANTED Chain Ladders 

rado, North and Sou ’ - J NS NTED — i : 

a hg 

Jtah. 3 r ing for shoe department locations in Ladies’ , 

tony — ae a wena Ready-to-Wear Stores and Department Stores. ; Made for 40 years 
‘ - Address D-700, care Boot and Shoe Recorder, : ~ R_ original in- 


seers 189 W. Madison Street, Chicago, Ill. 









































Made in all styles 
SALESMAN to represent the Harsh & Chap- to suit any shelving 
line Shoe Company selling LION BRAND . conditions. 

wie rg tht TEARSEIINE dec sce i ——— — 

NO } J iommis- : . 
sion basis. Also opening for HARSHLINE - y RA pour pen ay 
dress shoes in North and South Carolina, West g 3 

Virginia and Virginia. All applications strictly LINE WANTED Milbradt 


confidential. Write the Harsh & Chapline Shoe 
Company, Milwaukee, Wisconsin. For Eastern New York State. Am _ selling Manufacturing Co. 


$160,000 a year. Established trade. Best 

following in this territory. Can furnish A-1 c. 2416 No. 10th Street 
reference. Medium priced line preferred. 
WANTED Address D-705, care Boot and Shoe Recorder, ST. LOUIS, MO. 
80 Federal St., Boston, Mass. 



































Salesman with established trade to sell our 
line of snappy popular priced ‘‘In-stock’’ 
Juvenile Shoes in Michigan, Minnesota, Wis- 
— North- a, “ey and Indiana. 
beral commission. ive full particulars and 7 : 
— in letter of application. H. H. en Lae. Proutes soled 
reeland, Inc., Rochester, N. Y. carry with established line of work shoes in 
Metropolitan district. Covered by auto. Ad- 
: dress D-708 care Boot & Shoe Recorder, 239 
PPLICATIONS will be considered from W. 39th St., New York City, N. Y 
Salesmen for territory throughout the United 


States, except Texas and Arkansas, by a manu- one 

facturer of a medium and high grade line of WINDOW 

Stitchdown Shoes. No objection to carrying a W. ’ W 1 Li 

side line. Straight commission basis five per omen's elt ine DISPLAY F IXTURES 

SOMINT eee first letter. Signed: OLD wanted for New England territory by a 
SHOE MFG. CORP., 407 East salesman of long experience and selling 


Canal St., Richmond, Va. contact with the better stores. Line must 4nade 
) Fe | te. Ad- 
ess - . car 
BROOKLYN quality turn shoes reasonabl Shoe Recorder, So "Federal “stn EGALLE NS 
priced —— to — of ability in Boston, Mass. 
establis' ritories. communications 
confidential. Radcliffe Shoe Co., 235 Park 923 ARCH ST. 
Ave., Brooklyn, N. Y. 
PHILADELPHIA, PA. 
. 


FOR SALE 












































R SALE—Will sell at bargai Drying 
FR for Sole: . ® ‘Sides Sol: 
ye Cook 
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A New Tool for Your 
Shoe Store 


“Duflo” Smoother. 


be smoothed down easily. 
“Duflo” Insole Smoother cuts 
close down to tip of shoe and 


lining or upper. 
Adjustable at screw-head and 
handle to take care of different 
| angles. 
A Handy Tool to Use— 
“Duflo” Smoother 
Your Jobber can supply or 
Write direct. 
F. W. Whitcher Co. 
179 Lincoln St. 
Boston, Mass. 





“Duflo” 


Insole Smoother 


Insoles are made smooth and 
comfortable by the use of the 


Rough or Bunched up places can 


edge of insole without cutting 





September 22, 1928 















































WL OT 








ee 











fll 
Certain Facts 


are still unknown about New York. 
many travelers think that a trip to New York means 
big expenses. They, of course, have never enjoyed 
a visit to the popular Hotel Martinique where 


Economy 


is part of the perfect service, comfortable accommoda- 
tion and splendid food afforded by this modern hotel. 
And as for 


Convenience 


The Martinique is located in the very heart of the 
city—‘‘a few minutes from everywhere.” On your next 
New York visit, let us prove to you that you can enjoy 
“the best without extravagance” at the Martinique 


For instance, 


A. E. SINGLETON, Mgr. 


Hotel MARTINIQUE | 600 ROOMS 


Affiliated with Hotel McAlpin 
BROADWA Y—32nd to 33rd STS., NEW YORK CITY 
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MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 























esTasuisHE® are 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER Co 
60 Sow wey Lt we SS 
369-27) LEXINGTON AVE., BRODEL YI, tv 


AMERICAS GREATEST 
SHOE CARTON @& LABEL MPG 


WOVEN 


SHOE 
FN =) a 


The. DISTINCTIVE arid 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


35 39W 34™ ST. NLY.C 
Phone WISCONSIN &I340 








GPUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS | 





MERCHANTS’ NEEDS 








YS cusnion TIRE 
‘E--\STORE LADDERS | 

































S ==: & Insure perfect yy) 
shelf service for //// 
any line of mer- / 

chandise. Deep tread // 
steps, properly spaced, /77// 


with convenient 
length handholds on both 
sides of ladder permit 
mounting or descending 
with ease. Both hands 
free to remove or 
ameee — 7 
anger of falling. 
Cushioned Tired Gi 
Trolley and Truck . . 
Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely avail- 
able for stock purposes. One style—neat of 
design—nicely finished—any height ceiling. 
Thousands in use. 


me FEMVERS & BRO.cO. 
ASHLAND, OHIO. 


Circular on 
request. 





ANG 
FIXTURES 


PMAKERS OF THE BEST Oniys 


RANKEL 


DISPLAY FIXTURE CO.: 


OF EVERY 


DESCRIPTION | 
Send for Catalog 

















Advertising Air Balloons 
Size No. 50—8%” Inflated 
ahs Ee Oe 

your Ad Assorted Oolors 
W. E. FOLLIS ADVERTISING 
rim Chicago, Ill. 





159 No. State St., 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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THEY NEVER TRIED TO SELL HIM 
SHOE TREES 








These are the au- 
thentic remarks of a 
hard-boiled Boston 
cotton yarn sales- 
man— 


“I’m 42 years old, and yet no shoe salesman ever tried to 
sell me shoe trees. I know I need them—would buy instantly 
if trees were suggested after the shoe sale. But I never re- 
member to ask for them myself. Why—I’d buy shoe trees in 
my office—if a salesman called! There must be thousands 
of birds just like me. What’s the matter with the shoe stores? 
Don’t they need the easy, extra profit from such self-sellers 
as shoe trees?” 


Do you carry and push the “Bete” and ‘Pack Flat’? Shoe 


trees? 





O. A. MILLER 


TREEING MACHINE CO. 


BROCKTON—MASS. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Right; not only “more” 


but “right”; sold 


for the right purpose, to the right wearer, in the right fitting, for the 


right priee, at 


the right profit. This is the great problem of the retail 


shoe merchants. The chief purpose of THe Boot anp SHoE REconpER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


WANTED—NEW WAY OF FIGURING 
is PSs eae eate eee 

ORIGINALITY OF PATTERN THE NEXT 
Ss hid Sie stan aeniean oe nadine 
A Paris Artist Points the Way. 

DOLLING UP THE ALCOVE..........-- 
In a Kansas Store. 

THAT NEW COMPETITION .......... 
Gets Consideration from New 
York State Retailers Association. 

THE VOICE OF THE RECORDER....... 

O. P. I. (OTHER PEOPLE’S IDEAS). 

No SucH THING AS PULL.......... 

SELLING THE PUBLIC FAR IN AD- 


| | SPP PrTrr rrr rrerrerre 
A Style Show Now to Move Shoes 


in November. 


a 
3000 California Farm Girls Insist 
on Correct Footwear. 


SPATS THE YEAR ROUND, Says LON- 


SHORTIES SPREAD THE WORLD OVER. . 
New Styles Introduced. 

WHo’s WHO SELLING SHOES ON THE 
EE a ee cee 
News of the Travelers. 


SHOE MERCHANT NEWS............ 
SHOE MARKET NEWS .............. 
OTHER REGULAR FEATURES. 


Some New Thoughts on Mark-Up 45 
A Swing to Outline ............ 46 
An Unusual Display ........... 48 


At the Syracuse Convention.... 49 


Opinions of the Editor ......... 50 
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By Richard L. Prather......... 54 
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By Harriet G. Eddy ........... 56 
And America May Hear........ 57 
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Among Manufacturers ........ 92 





GETTING MORE 
SHOES SOLD RIGHT 
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Next peek 


you will find 


in the 


Boot and Shoe 





APPIER days lie ahead in 

men’s shoes and apparel, so 
outstanding authorities Bruce Barton 
and Paul Hollister will tell of possi- 
bilities in foot and man-dress. When 
a man learns to match the colors of 
his complete attire he will take one 
step forward towards more pairs of 
shoes per year. 


HE French merchant uses a 

happy phrase “shoes nearest the 
door” to imply that he makes money 
on shoes that move out of the store 
quickly. In looking at a line of 
samples pick those which will sell 
best and quickest—stock them in the 
best section, and keep them in size, 
and repeat if saleability continues. 


7s business paper is the only 
form of journalism which takes 
an idea of its trade, sends it out 
through the trade for common ac- 
ceptance, and brings it back to in- 
dividual application within a busi- 
ness. In other words, it is the func- 
tion of a business paper as a trans- 
mitter of organized knowledge to 
take the best of the practice of the 
trade and make it the common 
practice of the whole trade. In this 
it is a primary factor in the crea- 
tion of wealth. 
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Cleaning and Polishing 





Shoe Cleaning Machine—Model A 
Equipped with Brushes and Motor 











Tie SHOE CLEANING MACHINE—MobEL A, is a handy 
and compact machine for cleaning and polishing shoes 
that have been soiled in handling. It is designed to 
accommodate two cloth or yarn brushes, or a com- 
bination of each as desired. The machine is motor 
driven, the motor belting directly to a grooved driving 
pulley on the shaft carrying the brushes. The equip- 
ment is an ideal one for retail stores where factory 
power is not available. 


Let us supply you with further particulars 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 


Johnson City, N. Y............ 276 Main New York, N. Y 37 Warren 
306 Broad Philadelphia, Pa 221 North 13th 

11 Florence Rochester, N. Ys 130 Mill 

St. Louis, Mo 1423 Olive 
San Francisco, Cal. 859 Mission 








216 Chartres 






































